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Ideas 


The Feed Bag serves in the 
interchange of ideas among retail 
dealers in the feed trade. Our 
editors and representatives are 
constantly traveling through the 
country talking with feed dealers 
everywhere and writing about the 
things they tell us. Dealer Smith 
gets an idea, tries it out —— and it 
works. We write about it. Dealer 
Jones reads The Feed Bag and 
applies the same idea to his 
business. Talk about ideas—- 
there are 16 in only one story 


in this issue. Start reading on 
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ealers everywhere 
are enthusiastic 


Here’s How You Make 
More Money 


Gold Medal Three-In-One Service 
gives you the opportunity of stock- 
ing IN ONE CAR the most com- 
plete line of quality flour and 
feeds. 


Under the old system You Invested 
$1,000 
650 
1,500 


Total $3,150 
(Approximately) 


1 Car Manufactured Feeds. 
1 Car Mill Feed 
1 Car Flour 


Under the Gold Medal Plan 
ou Will Invest 


Manufactured Feeds 
Mill Feed 
Flour 


Total $1,050 


(Approximately) 


There’s a Big Demand Now 
For Egg Mashes and 
Dairy Rations. 


Supply that demand in your community 
with Gold Medal Egg Mashes and Gold 
‘Medal Dairy Rations. They are scien- 
ttifically made to produce bigger profits. 
‘Thousands of poultry raisers and dairy 
farmers who are using them say no 
other feeds ever gave them such fine 
Tesults at such low costs. There are 
65 Gold Medal Feeds—a feed for every 
feeding purpose 


WA, 


| 


HE new Gold Medal Plan is 

simple enough, but it has al- 

ready resulted in thousands of 
dollars of extra profits for those deal- 
ers who are making use of it. 


The plan is this:—instead of ordering 
three carloads at a time, you order 
only one. In this one car of Gold 
Medal Feeds and Flour you. fill 
every requirement for manufactured 
feed, mill feed and flour. 


You invest only a third of the capi- 


tal you formerly needed, you 
need less warehouse space, 
your inventories are smaller, 


and your stock is always 
fresh and clean. 


And, remember this fact in 
addition :—When you handle 


... about this 
_more profitable 
way of buying 


New Gold Medal ‘‘Mixed Car’”’ 
plan enables them to treble their 
stock turnover on feeds and flour. 


Gold Medal ‘‘Tested’’ Feeds, you 
are offering your customers pro- 
ducts in which they have the ut- 
most confidence, products that are 
backed by a “‘satisfaction or money- 
back’’ guarantee, products that are 
nationally known and advertised, 
products that are made by the 
world’s largest millers. Gold Medal 
Feeds are as easy to sell as Gold 
Medal ‘‘Kitchen-Tested’’ Flour— 
undoubtedly the fastest selling flour 
in America today. 


These are just the high-spots 
in the new Gold Medal mer- 
chandising plans—plans that 
mean bigger business and 
greater profits for you. Get 
complete details now. See 
our salesman or write us 
direct. 


Washburn Crosby Company, 
Dept. B-3, Minneapolis, Minn., Kansas City, Mo. 
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CUT Grains Bring 
Better Prices 


Steel cut corn, durum wheat, milo maize, 
peas, millet and kafir corn sell for much 
better prices than cracked, ground or 


milled feed. 
The Eureka Cutter 


makes a cleaner, brighter and more uniformly 
sized product than is possible with any other 
means of reduction. Much less fine residue, 
no jagged edges or splinters.. Cuts corn with 
excessive moisture perfectly; requires less 
power. Makes a highly saleable product that 
brings fancy prices. Write for full informa- a Bn 
tion. 


Fverything Jor Every Mill and Elevator 
Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfq.Co.Ltd-Winnipeg 


The Symbol 


ROEDTERT SERVICE is now available through- 

out the Middle West and to all points East. Froedtert 
Elevators have a total capacity of 4,500,000 bushels. 
When you are next in the market for corn, oats, barley, 
rye, wheat or malt sprouts---call Froedtert for samples ' 
and quvtations. Youll like Froedtert Service. —-—~ i 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—CHICAGO—MINNEAPOLIS 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, 


RED WING and CHICAGO BROADWAY 5600, MILWAUKEE 
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FE S BUY THE BEST 
& 


& Company ready 


Old Reliable 16% Feed’’ 


and Full Line Arcady 


“go Wonder Feeds 

Money MADE BY 

ARCADY FARMS MILLING 
Lowest COMPANY 


Prices CHICAGO, ILL. 
EAST ST. LOUIS NORTH KANSAS CITY 


Consistent with 


SOLD BY ALL GOOD DEALERS <—« 


Good 
Service 


Large_Warehouse 
Facilities And 
Complete Stocks 


Enable Us To 
Excel In 


Prompt Shipment Sterling Poultry Feeds 
Of All Grades Of A COMPLETE LINE OF 
Mill Feeas MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


Either Staight or 


Mixed Cars 


MIXED CARS 


Take advantage of the large Containing any of the standard mill feeds-- 
and efficient E. S. Woodworth bran, middlings, rolled oats, oil meal, etc., 


overy demert- products, dairy feed, etc. 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 


firm can serve you better. Northrup King & Co 
e 
FEEDS AND SEEDS 
to SERVE YOU. MINNEAPOLIS, MINN. 


Write, wire, phone for quotations on requirements 
of any size. 
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Care Is Necessary In Accepting 
Payment By Check 


Writing On Check Signifying Complete Settlement Holds Legally 
Dealer Should Refuse Such Paper If It Doesn't Cover Account 


S a general rule of procedure, 
A wre a’ merchant receives a 

check in payment of, or upon 
an account, he deposits same in his 
bank, and credits the account there- 
with. So far, so good, and this is per- 
fectly proper if the check covers the 
account, or if it is clearly offered only 
as part payment of the account. 

However, we have an entirely differ- 
ent situation where a merchant receives 
a check which is marked “payment in 
full” of a given account, if there is a 
dispute over the amount due. For, in 
a case of this kind, the cashing of the 
check may be held to. constitute pay- 
ment in full, which will preclude the 
merchant from thereafter collecting 

anything additional. 
A Case in Point 

The application of this rule of law 
is illustrated in a long line of decisions, 
for the point has been the subject of 
much litigation. And, in view of the 
importance of the question to merch- 
anis in general, a brief review of z@ case 
of this kind may prove of interest and 
profit, as illustrating how the courts 
view situations of this kind. 

In one case of this kind, the defen- 
dant agreed to sell and deliver to the 
plaintiff a certain amount of goods at 
an agreed price. Following this, they 
were unable to reach an agreement rel- 
ative to the amount due the plaintiff 
on the account. After much cortes- 
pondence, the defendant mailed his 
check in the sum of $300 to the plain- 

tiff, and wrote upon it, “Settlement in 
full, August account”. Along with 
this check the defendant sent a letter 
in which he plainly stated that the 


By Leslie Childs 


check was tendered in full settlement. 


Would Collect in Court 

Upon receipt of this check, the plain- 
tiff cashed it, but refused to consider 
it as being in full settlement of his 
claim. He thereupon credited the de- 
fendant’s account with the amount of 
the check, and brought suit to collect 
an additional $700 which he claimed 
to be due under the account. 

In answer to this, the defendant set 
up the fact that the amount due was 
in dispute, and the mailing of the 
check marked “settlement in full”, 
which was cashed by the plain- 
tiff. The defendant thereupon contend- 
ed that this cashing of the check con- 
stituted full settlement, and that the 
plaintiff had no right to demand more. 
The case reached a state supreme court 
on appeal, and in passing upon the 
question raised, the court said: 

Reasoning of the Court 

“Where there is a bona fide dispute 
ever an unliquidated demand, and the 
debtor tenders an amount less than the 
amount in dispute, upon an eXpress 
condition that, if accepted, it shall be 
in full of the disputed claim, the cred- 
itor must accept it upon the condition 
unless the condition be waived, other- 
wise he must refuse it. * * *He 
cannot accept the tender in such cases 
and recover the balance which he 
claims, because he is presumed to have 
accepted it upon the express condition 
on which it was offered. * * * 

“Here was a_ real controversy, 
* * * over the amount of the de- 
fendant’s liability. * * * The de- 
fendant sent to the plaintiff his check, 
indorsed on the face of it, ‘Settle:ent 
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in full August account’, and accom- 

panied it with a letter saying, ‘En- 

closed find my check for $300, which, 

according to our talk over the ’phone 

today, is settlement in full) * * * 
Only One Alternative 

“The plaintiff had only one alterna- 
tive,—to accept the check as payment 
in full or return it. He kept it and 
drew the money on it, knowing the 
condition imposed, and thereby com- 
pleted the transaction as an accord and 
Satisfaction. * * *” 

In accord with the above reasoning, 
the court concluded by finding in favor 
of the defendant. Holding, that by 
cashing the check which had been ten- 
dered as “settlement in full” of the 
disputed account, the plaintiff had cut 
off his right to demand any further 
payment on the claim. 

Summary in Conclusion 

The foregoing case constitutes an 
apt illustration of the application of the 
general rule in situations ef this kind; 
that is, the rule applied by the major- 


‘ity of the courts. And, in the light of 


this rule, it is obvious that a merchant 
should use some care in accepting 
checks, which are less than the amount 
claimed, if tendered as “settlement in 
full” of a disputed account. 

In situations of this kind, the merch- 
ant should, as a general rule, return the 
check, and demand payment according 
to his contention, unless he decides to 
accept the check for the smaller 
amount and close the matter. For, as 
we have seen, his acceptance of such 
a check will usually bind him to also 
accept the conditions under which the 
check was tendered, i. e. “settlement 
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Book your requirements of 
Douglas Feeds now. We are 
rapidly approaching the sea- 
son of heaviest demand for 
protein concentrates. Your 
trade knows about Douglas 
Feeds from our advertising 
which reaches a half million 
farmers each month. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD Ltd. Inc. 


Cedar Rapids, lowa 


| 


{BLUE RIBBOND 


TTON SEED M 
ORK 


EDIENTS 
PROEESS "LINSEED 


RESULTS DETERMINE VALUE 
PROTEIN 16!14%, FAT 6% 


BROOKS MILLING CO. 


MINNEAPOLIS) =: +: 


in full”, and the courts will, as a gen- 
eral rule refuse to allow him to collect 
any additional amount after cashing 
such a check. 


JOHN LAUBERSHEIMER, Nau- 
, has purchased the Grotts & 
Eid feed mill and grocery store. 


voo, Ia 


H. T. MORROW, Wimbeldon, No. 
l’ak., is opening a feed mill. 


J. E. KOZICZKOWSKI, Amherst 
Junction, Wis., has purchased a large 
brick warehouse which he will use to 
store grain. 


JUNG SEED CO., Randolph, Wis., 
is building an addition to its plant. 


CARL W. AKEN, 
Flour Co., Milwaukee, and Leo F. 
Hatch, grain broker, Minneapolis, 
Minn., have been elected to member- 
ship in the Milwaukee Chamber of 
Commerce. 


of the Aken 


ORA WILLIAMSON bought the 
feed mill at Toledo, Ia., from Earl 
Beery. Mr. Williamson's son will have 
charge of the mill, while Mr. William- 
son will remain with the Standard Oil 
Co. 


BLACK HILLS GRAIN & SEED 
CO., Custer, S. D., has incorporated 
with a capital of $10,000. The incor- 
porators are E. C. Smoot, W. F. No- 
lan and N. J. Nolan. 


Personal 
Attention 


OY |. CAMPBFLL 


Commission Merchant 


GRAIN and SEEDS 


SHIP TO 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially | 


FOR ATTENTION OF- 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


SUPPLIES PROTEIN and FAT 


AT LOW COST 


Blue Ribbon 


pasture. 
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The good fat content makes 


able for feeding to cows on 


TRY 


And You Will Always 


BUY 


MINNESOTA 


especially valu- 


IT 


IT 


SWEETENED 
| 
RIBBON 
| sweet 
DAIRY 
MILLING 
MINNEAPOLIS, 
 Gaounc AND. BOLTED 
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Cash Basis Displacing Credit 
Eastern Meeting Shows 


Mutual Millers and Feed Dealers Hold Co-operative Gathering 
Edmond Dunbar Succeeds L. L. Warner As President Of Millers 


By E. C. Spencer 


Eastern Representative, THE FEED BAG 


has there been manifest a greater 
spirit of co-operation than at that 
of the Mutual Millers’ and Feed Deal- 
ers’ Association, held September 16, at 
the Hotel Jamestown, Jamestown, N. 
Y. At such business 
sessions as that of Fri- 
day morning, presided 
over by President L. 
L. Warner of Niobe, N. 
Y., where all dealers 
present were given an 
opportunity to express 
their views on. the vari- 
ous problems brought 
up, there is bound to 
be brought about a 
clearer understanding 
between competing feed 
merchants in the west- 
ern New York, Ohio 
and northern VPennsyl- 
vania territory. 
It will be remembered 
a year ago there was a 
prevalent feeling among 
these merchants that to 
do feed business on a 
strictly cash basis was 
practically an impossi- 
bility. Not only has it 
been revealed at the 


Pp ERHAPS at no previous meeting 


Jamestown meeting that pep, Mulkie. 
merchants can be edu- Upper Center—L. L. 


cated to do a cash busi- — 


ness and profit thereby, but that the 
farmer as well can be, if diplomatically 
handled, brought about to see the light. 
Several dealers in the past year have 
gradually converted what has been a 
credit business into a cash trade. 
-Profitable, But Not Easy 

This has not been an easy job, it 
was admitted, but it has been profit- 
able to the dealer. Neither has the 
dealer, who in just the past 12 months 
or so, has endeavored to’ convert his 
business into a cash trade, been able 
to hold all his credit customers, nor 
has he been able to secure strictly cash 
payments from 100 per cent of his 
trade, but he is making it clear to his 
trade that he is discontinuing a credit 
business. Three or four dealers at 


this meeting testified in general, to this 
experience, while others felt that in 
their territory, where competition with 
merchants not members of the Mutual 
Millers nor Eastern Federation, was 
sc strong that to grant credit is almost 


In the Group—H. F. Cowles, C. J. Wild, G. 
A. Chisholm, F. H. Bannister, Bert Beebe, 
C. A. Smith, H. H. Harkness _ 


imperative in order to remain in busi- 
ness. 

S. J. Lasser, Jamestown, accountant 
and expert authority on retail credits, 
admitted to the gathering of feed mer- 
chants in his address Friday morning, 
that their problem was a peculiar one 
in the retail trade, inasmuch as the 
farmer is in general classified as “slow 
pay”, and that it is almost impossible 
to get a rating on him. He said the 
feed dealers are making a mistake in 
granting such long credit terms as he 
has learned exist from a period of six 
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months to a year and more. They can 
not profitably do business selling feeds 
cn a small margin, with the tremen- 
dous overhead required in giving de- 
livery and grinding service involving 
the expense of labor and power besides 
the wear and tear on 
machinery, giving such 
long time credit terms 
as he has learned the 
feed merchant in the 
East is offering. Selling 
feeds for cash, in Mr. 
Lasser’s opinion, would 
help the iarmer as well 
as the dealer. 

Credit Interchange 

Bureau 

He told of the experi- 
ence of credit merchants 
of Jamestown prior to 
the time credit 
interchange bureau was 
established, and every 
man and woman with 
a charge account was 
given a rating. Unless 
persons are reliable it is 
now impossible for 
them to secure credit. 
Mr. Lasser declared, in 
his opinion, such a sys- 
tem is the only solution 


Right—E.C. Kessler to the feed merchant's 


problem unless he con- 


derson. verts his business to a 


strictly cash proposition. An educa- 
tional campaign carried on by the feed 
merchants’ organizations teaching the 
farmer not to buy unless he is finan- 
cially able, would minimize their prob- 
lem to a great extent, he said. 

On the other hand, Mr. Lasser said, 
many accounts are not collected, large- 
ly due to the laxness of the feed mer- 
chant’s collection department. Farm- 
ers today have practically all the con- 
veniences and luxuries of the city man. 
He is buying radio, vacuum sweepers 
and automobiles on the installment 
plan. He is forced to make his pay- 
ments on these items when the install- 
ments are due, and consequently the 
feed man waits for his money. 
These farmers who insist they cannot 
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pay the feed dealer when his accounts 
are due, are encouraged to live beyond 
their means by the feed merchant him- 
self, because he does not force pay- 
ment, the speaker explained. 
Several Made the Change 

The lively discussion which followed 
brought out the fact that several mem- 
bers of the organization had successfui- 
ly transformed their credit business to 
that of cash. M. L. Waldorff, of 
Olean, said he is insisting on payment 
in 30 days, which is considered cash 
business, and it is working out success- 
fully. 

At this point, Mr. Lasser, speaking 
from the standpoint of an outsider, said 
the feed merchant is affected by fluc- 


tuating prices more than any other 
man in the mercantile business. Mer- 
chants in other lines of business stand 
a better chance of getting their money 
cut of their investment than has the 
feed merchant, and for that reason, if 
for no other, he should be paid for the 
merchandise taken from his stock. The 
farmer also is kept posted on market 
changes by radio, and he knows the 
minute prices of grain drop. He for- 
gets, however, to remember that pri- 
ces raise, and often there is quibbling 
over a bill several months old, when 
the price of grain is lower than at the 
time he made his original purchase and 
delivery was made. This unpleasant- 
ness would, in many instances be 


customers. 


the job at lowest cost. 
lowest feed cost. 


merchant. 
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The mixed-feed industry has been slow to reward 
those retail merchants who strive to maintain this 
policy in their business dealings. 


There has been no real standard by which feeds could 
be compared. Neither the merchant himself, nor his 


customers, had any sort of a measuring-stick to guide 
them in choosing the best. 


Unicorn dealers have such a measuring stick. It is— 


The cost of the feed a cow eats 
to make 100 pounds of milk. 


Nobody can squirm away from the fact that the best 
product to buy, in any line, is the one that will do 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, III. 


The Needed Yard Stick 


Search for the secret of every business success, large 
or small, and you will find that somebody, in its 
history, stuck to the policy of selling good goods to 


Unicorn dealers are provided with a simple method of 
proving to customers that Unicorn produces milk at 


A good feed—and a good way to prove it is*good. 
This is the combination that pays a profit to the feed 
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averted, if the merchant collected cash 
at the time of sale, or inside 30 days 
thereafter. 

The Feed Bag Editorial 

It was agreed that there is as much 
truth as good humor in an editorial 
read from the September issue of The 
Feed Bag, by E. C. Kessler, James- 
town. The article is entitled “An S. 
O. S. For a Cash Basis”, illustrating 
the average alibi received by the feed 
merchant. 

Heston Carr, of Portville, N. Y., lead 
a discussion on “Merchandising in the 
Retail Feed Mill’. 

“We find that personal contact with 
the farmer is the best means of gain- 
ing and keeping his confidence,” Mr. 
Carr said. “With co-operative feeds 
offering such strong competition, we 
have the problem of educating the 
farmer to the fact that to secure well 
balanced rations with the right kind of 
service, he must do business with the 
legitimate feed dealer who has spent 
years in training himself to give serv- 
ice and understand how to mix bal- 
anced feeds. Farmers are doing more 
of their own mixing today, but we can- 
not discourage them in doing that. We 
can, however, encourage them to bal- 
ance their rations with the prepared 
feeds.” 

Grinding and Delivery 

There was a discussion on grinding 
charges, and it was agreed that a deal- 
er could not give this service in this 
territory for less than $4.00 a ton. De- 
livery charges, it was learned through 
a discussion, amounted to from 5 to 
10 cents a mile, depending upon the 
size of the load and the distance. 

There also was a discussion on how 
often the merchant should send out 
price lists. Mr. Carr said he changed 
his prices once a week. Another dealer 
revealed the fact that he sends out a 
price list twice a week, while others 
sent out lists but once a month. 

Following an open discussion on 
power rates, which involved almost ex- 
clusively rates in the Pennsylvania ter- 
ritory, it was decided to have the mat- 
ter handled by the Eastern Federation, 
and taken up with the public service 
commission. It was generally con- 
cluded that the matter of adjustment 
of power rates, which, according to a 
report of W. H. Parker, of Waterford, 
Pa., are more than double those of 
heating and cooking rates, should be 
handled by other manufacturers using 
electric power, as well as the feed 
grinder. 

Veteran As Guest 

R. B. Mulkie, of Union City, Pa., 
veteran feed merchant, and _ past 
president of the Mutual Millers’ 
and Feed Dealers’ Association, having 

(Continued on Page Twenty-five) 
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KNOW YOUR Who is your county agent? 
COUNTY AGENT If you have failed to make his ac- 
quaintance and to develop his friend- 
ship, you are disregarding a good source for obtaining busi- 
ness. The county agent is continually working in the feed 
dealers’ business territory. He advises farmers on many 
phases of farming, among them the correct feeding of live- 
stock, which is of special interest to the feed dealer. 

If the county agent knows you and thinks well of you, 
he will perhaps casually remark to Farmer Brown on one 
of his visits: 

“You ought to start feeding your herd a balanced ra- 
tion. Fleck over at Johnstown sells good feeds. I'll, work 
out a ration for you, and he’ll fix you up.” 

Here’s an advertisement that can’t be beat. And it 
doesn’t cost anything if you'll get on the good side of your 
county agent. 

You can also offer a helping hind to him, and make 
yourself known in the community. Attend the various farm 
meetings that he holds. Assist him in putting on demon- 
strations, and keep posted with him on the new trends in 
feeds and feeding. 

The plan of working with the county agent is practical. 
James H. Vint, a feed dealer at Union Grove, Wis., in- 
creases his business by many dollars because he has made 
it a point to get acquainted. Many farmers come to him 
because the county agent suggested it. 

Another fellow with whom to keep in touch is the agri- 
cultural instructor in the local high school. Boys grow up 
rapidly, and if they learn to do business with you when 
they are raising a calf for club work, they are bound to be 
good customers after they become farm owners. 

It requires only a little effort on your part to get ac- 
quainted with these two individuals. And it certainly will 
pay. 


NO ONE LOVES All the world hates a price cutter. 
A PRICE CUTTER And feed dealers haven’t any love 


for him either. The fellow who ° 


slashes prices is usually the chap who can’t make money 
by sticking to the standard way of doing business. The 
plan may bring him business for a while, but results are 
never lasting. 

A business man, whether in the feed business or some 
other enterprise, has no excuse for cutting prices. If he 
discovers that he can’t realize a profit in the feed business, 
he’d better try his hand at something else. Certainly, 
price cutting will never bring him out of the depression. 
It’s like trying to lift himself out by his boot straps. 

If-a feed dealer finds his business in a bad way, the 
most logical remedy is thoughtful analysis. Where, how 
and why am I losing ground? This is the question the 
dealer should ask himself. Am I handling nationally adver- 
tised products of high quality? Am I backing these goods 
with my own local advertising and am I demanding the 
price to which I am entitled? 

Do I give good service and command the good will of 
my customers, so that they feel like coming back to do busi- 
ness with me again? A little self examination of this na- 
ture will do more good than all the price cutting in the 
world. 

If a man fails then, he at least retains the respect and 
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good will of his business associates and does not leave town 
branded with the most despised of unethical business prac- 
tices—price cutting. 


SELL FOR CASH, “I’ve been reading your articles on 
MR. BUSHMAN! the cash basis plan and I believe 
you’ve got the right idea.” 

EP. Bushman, a feed dealer at Sawyer, Wis., told 
us this when we visited him the other day. We hope that 
on our next trip around he will meet! us with a smile and 
say: 

“Well, by jove, I have changed to a cash basis, and 
it’s working fine. I wonder why I didn’t do it sooner.” 

Mr. Bushman is a progressive and alert feed dealer. He 
gets business, and a good deal of it. He is recognized in 
his district as an authority on poultry feeds, and his goods 
make the hens lay and the chicks grow. Customers like 
him, and he holds their business. 

But Mr. Bushman is handicapped because of the — 
policy. He has the same old chronic difficulty that is prev- 
alent among feed dealers today—plenty of business, but a 
large share of it on the books. 

He knows this fact, too, and The Feed Bag, with its 
shoulder, to the wheel for a cash basis, has been a sort of 
consolation to him. 

Now, we happen to be well acquainted with the com- 
munity in which Mr. Bushman does business. His cus- 
tomers can pay if he demands it. 

* Of course, like all big hearted feed dealers, Mr. Bush- 
man thinks that he will hurt their feelings by dealing firmly 
and hard for cold cash. 

But why play Santa Claus any longer? This policy 
may be all right in the home about December 25, but it has 
no place in a booming feed business like the cne conducted 
by Mr. Bushman. 

We hope you'll join the ranks of the contented cash 
basis dealers, Mr. Bushman, and we hope that all hesitant 
dealers will follow you after you have turned the trick and 
told them how wonderfully well it works. 


REAL FACTS ON Can you prove to ycur customers 
SUMMER FEEDING that summer feeding pays? Here 

is a record of the figures com- 
puted for John Lemke, Caledonia, N. Y., by Floyd Wied- 
rich of the cow testing association in that district. 

In 1925-26 the herd was fed silage with pasture during 
the summer. During the next year 1926-27 the herd was 
fed a ration of 100 Ibs. bran; 200 Ibs. oats; 100 Ibs. barley; 
and 100 Ibs. gluten, in addition to the silage. The following 
figures show the difference in milk production and profit: 


Lbs. Lbs. [Value of| Cost of |T’l Food 
Year | milk | Fat _|Product |Roughage| ST" Cost [Profit 


1925-1926) 6,975 234.5 |$168.61 | $46.39 | $23.52 | $69.91 |588.70 
1926-1927] 8,653 315.8 | 226.24 45.90 29.33 85.23 |141.01 


Increase} 1,678 81.3 67.63 |Loss 49) $15.81 | $15.32 |$52.31 


Clip this editorial and put it in your scrap book. When 
next spring rolls around you can have a chart made of it. 
Post it in the office, and when a customer argues the bene- 
fits of summer feeding, illustrate your point by referring to 
the figures, and agree to supply the ration for him. Both 
of you will profit. 
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CRACKED CORN 


Carefully Sifted For Feed Dealer Consumption 


MODERN MEDICINE 


A woman need not worry 
‘that a cold will bring on death, 


lor though she may be _ short on 
clothes, 
She'll not run short of breath. 


* 


A magician is a feed dealer who con- 


tinues to do business on a credit basis. 


THIS MONTH’S SLOW GUNS 

All work and no play makes Jack. 

Be iar sighted but don’t overlook 
things. 

Remember your “presént” before 
your wife’s birthday is “past”. 

There are only four aces in the game 
of  business—Good Will, Fairness, 
Service, and a Cash Basis. And they 
can’t be trumped. 

* 

A pedestrian can’t judge a man by 

the car he drives. 


* 


A POOR MAN’S IDEA OF HEA- 
VEN.—No taxes, good beer, manage- 


able wife, free garage service, and a 
subscription to The Feed Bag that 
never expires. 
* * 
THANKS FOR PRANKS 

Old Ezra Jones was harshly keen 
To stop the pranks of Halloween; 
Woe to the kids who roused his ire, 


For Ezra Jones was sure to fire. 


He spent the night without a wink 
And watched without a single blink. 
His motto was: “Now I will fix, 

Any danged kid that does some tricks.” 


lor many a year some boy in schoo! 
Was absent from the rod and rule; 
He could not: sit where Ezra’s shot 
Had struck the place ’twas wanted not. 


Then fate reversed—on Halloween 
Gld Ezra wedded Mary Green, 
Now all the kid’s tricks in his plight 
He uses to get out at night. 
Ok Ok 
AL SAYS IT 

“Some husbands have a den of their 

own, but most of them growl all over 


the house,” cleverly writes Al Ruenitz, 
ct the Springfield Milling Co. in his 
bright little house organ, “The White 
Swan.” 

Don’t they growl, Al, because their 
wife always has a bone to pick with 
them? 

* * 
PRIZE ALIBI 
Don't take the lingo of Joshua Brown 
To be an illiterate token, 
Iver since he was kicked by an ornery 
mule 
The English he speaks has been brok- 
en. 
OK 
SEEING IS BELIEVING 

lf you don’t believe in miracles, just 
stand on a busy street corner for 10 
minutes and watch the pedestrians 
cross and you will be converted. 

* * * 
EXIT BARBER 

The only way a man can get a close 
shave without waiting tuday is to let 
his wife drive the car. 


EF. PARKER, manager of Fenn:- 
more Farmers’ Warehouse Co., Fenni- 
more, Wis., recently made an exten- 
sive trip through Nebraska and the 
West. He says that the crops are ex- 
cellent this vear in that section of the 
country. He greatly enjoyed his trip. 


Call: Broadway 


Milwaukee 


ARGILL 
ORN 


Fresh Shelled Corn 


3416 for prices when in the market for Corn, Oats and all 


other grains. We are equipped to serve you effi- 


nd 


BEAUTIFUL QUALITY 


FFERS 
ATS 


ciently from our new Elevator “E” with 1,500,000 
bushels capacity at Milwaukee or from Cargill Ele- 
vators at Minneapolis, Minn., Superior, Wis., and 
Green Bay, Wis. 


CARGILL GRAIN COMPANY 


MILWAUKEE, WISCONSIN 
Keeping Step With Public Demand 
Receivers and Shippers at Milwaukee, 


Minneapolis, Duluth, Green Bay and 
Buffalo. 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 
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Sixteen Ideas—Each Will Help 
Increase Your Business 


Give A Prize For Heaviest Rooster; Join In Farm Activities 


Trying These Many Stunts Will Put ‘Something On The Ball” 


ANY feed dealers, 15,576 if not 
M more, participate in community 
affairs for “policy” reasons. A 
live fellow we know in the trade has 
“put something on the ball’ and his 
business hasn’t suffered because of it. 

This feed dealer, as chairman of the 
public relations committee of the lo- 
cal civic organization, has managed 
get-together meetings with the farmers. 
One “Farmers’ Day” brought hundreds 
to town for a big dinner. The feed 
dealer and his committee arranged for 
free movies, dancing, and so on. 

Farmers Return Entertainment 

As this is written, the exchange of 
dinners with entertainment continues. 
A few weeks ago, one of the, granges 
east of town put up a free chicken 
dinner for the city’s business men. 
Our feed dealer friend was active in 
putting across the event with splendid 
success. Actually, a better feeling is 
coming to exist between farmers and 
business men. As this community has 
a competitor in an agricultural town 
about 20 miles distant, and much ter- 
ritory is in constant ‘trade dispute, the 
value of the get-together affairs is 
clear. 

What a wonderful chance these din- 
ners offer our feed dealer friend to 
get better acquainted with the farm- 
ers. 

Merchandising plan number two is 
related to this writer by a Kansas cor- 
respondent. He offered prizes in the 
spring for the heaviest roosters pro- 
duced on his feed as of November 1. 
Asiatic breeds were barred. A first 
prize of $20.00 cash, a second of $15.00 
in poultry feed, and several merchan- 
dise prizes for runner-ups, have we 
are told, the countryside in a state of 
enthusiasm and excitement. The dealer 
will put the winning bird on display 
in his window, along with a display of 
feeds. 

Restoring Old Accounts 

Business promotion plan number 
three, from New Hampshire, cost the 
dealer about $15.00. He compiled a 
list of customers going back through 
years. On this list were dairymen, 
poultry keepers and general farmers, 
who had not bought from him in sev- 
eral months—for reasons not known in 
many cases. A multigraphed letter, 
with a personally typed fill-in of name 


and address, explained that the pro- 
prietor’s desire was to give personal, 
careful service to everyone. Business 
was so large that he could not have 
personal contact all the time, but this 
condition could exist—whenever any 
customers had anything to talk over, 
any misunderstanding or complaint, 
they could be sure of his instant atten- 
tion and desire to adjust. He believed 
in taking care of his customers, and 
he asked them to give him a chance. 

The mailing straightened out several 
misunderstandings and put back on 
his books three valuable accounts. 

Plan number four. An Indiana feed 
dealer had several baby chick hatch- 
eries as customers. They were lo- 
cated outside of town. He gave each 
of these use of one of his windows for 
a week, during the heavy sales season 
for chicks. The hatchery, in each case, 
furnished an attendant who actually 
took orders. The store was permitted 
to use a large display card which ex- 
plained that the hatchery used and 
recommended the nationally advertised 
brand of chick feeds handled by the 
store. 

Helps Patrons Sell Eggs 

Plan number five. In eastern Ohio 
a feed store every fall advertises of- 
fering to put consumers in touch with 
producers of absolutely fresh eggs. In 
the spring, display cards offer a simi- 
lar help in securing eggs for “putting 
down” and for hatching. 

Plan number six. Another store 
plans to have the best bulletin board 
for farmers in the county. Upon it are 
cow testing association results, farm 
sales bills, clippings about fairs and 
shows, and articles from agricultural 
papers. 

Plan number seven. In a town of 
12,000, the competitive situation was 
bad. One wide awake dealer called a 
meeting of the feed men and secured 
organization of a club. The little or- 
ganization does nothing to be con- 
strued as restraint of trade, but it is 
noticeable that, following the fellow- 
ship, the competitive situation is much 
better. 

This Dealer Works Hard 

Plan number eight. Another dealer 
has kept his business growing steadily 
by setting sales quotas. For 1927, he 
figured on a monthly increase of 10 
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per cent. To get this he has to hustle! 
He uses promotion lists supplied by 
manufacturers and gets results with 
them. Making his quota he will work 
evenings, if necessary. That is the 
spirit which wins! 

Plan number nine. A Colorado deal- 
er, whose store and warehouse is lo- 
cated on the edge of town, has a flock 
of poultry. He demonstrates with them 
just what scientifically prepared feeds 
will do. 

Plan number ten. Every successful 
feed dealer has customers whose farms 
consistently make splendid egg records. 
An eastern dealer, in newspaper ad- 
vertising publishes such records, in- 
viting his customers to supply them. 
He gives the name and address of the 
poultry keeper, and the record in de- 
tail. Customers are pleased with the 
publicity; the dealer’s feeds are com- 
plimented; results follow. 

Telephone Gets Business 

Plan number eleven. Two brothers, 
who operate a feed business, knew that 
telephone solicitation paid, but, some- 
how, on a haphazard basis, the store 
cid very little of it. This year the 
brothers decided that, each month, at 
least 100 hours would be spent in tele- 
phone selling. The hours are divided 
among the different members of the 
force. There is time for telephone so- 
licitation in almost every feed store if 
the management will use it. 

Plan number twelve. Here and 
there a feed store realizes the oppor- 
tunity in window display. Very few 
do. One store, as it was making sales 
of new corn, put shocks in the window 
with the yellow corn a foot deep 
around them and over the floor. The 
shocks had ears with the husks pulled 
down to reveal the color. Another 
dealer spelled out his store slogan, 
“For value, come to Jones,” with use 
of vari-colored grains on the window 
fioor. Illustrating a window display on 
an egg mash, a dealer used dozens and 
dozens of white eggs, the name of the 
mash written on them. 

Plan number thirteen. A California 
dealer did much of the work for a lo- 
cal poultry association, and was chosen 
secretary. Meetings of directors are 
held in his office. 

Bulletin Board Quotations 
Plan number fourteen. Located a 
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block from a main street, one dealer 
has erected a large size bulletin board. 
The lettering is so distinct that it can 
be read a block away. The most im- 
portant items of feed are priced on 
the board. A great many feed buyers 
are continually studying prices. Price 
information actually broadcast by an 
in-line store is good policy. 

Plan number fifteen. Various ingen- 
ious plans for price bulletin boards are 
used by feed dealers here and there. 
One of the most interesting of these 
is a series of such boards, one on each 
main highway entering town, kept up 
consistently from day to day. 

Personalized Direct Mail 
Plan number sixteen. An Iowa deal- 


er filed the names of 60 feed buyers 
whose patronage he was specially anx- 
ious to secure. Once, each month, he 
sent the small list a general letter. 
Whenever anything came up of special 
interest to any one of the 60, he wrote 
a brief personal letter. One man was 
intensely interested in breeding. An 
article the dealer thought would in- 
terest this man was clipped and mailed. 
Another man was an ardent vegetarian. 
Happening on something interesting on 
this subject, this dealer clipped and 
mailed it with the penciled note, 
“Thought you might like to read this, 
Mr. Sniith”. The general sales Jetters 
were mixed. Some of them dealt ex- 
clusively with the merits of the feed 


Ever Since 


to use it. 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
preciated. BIG JO is not a 
popular priced Brand. 
popular only because of its 
superiority, not price. 
high priced, but it is economy 


It is 


It is 


BIG JO 


SELLS BEST BECAUSE 
IT IS BEST. 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


handled by the dealer. Others talked 
of service policies, and quoted local 
men who praised the store’s methods. 

In a year’s time, 20 of the 60 had 
been secured as customers. 

Merchandising and business promo- 
tion plans are indispensable in the feed 
business if the dealer is working for 
permanent success. New ideas are at 
a premium. Originality in conceiving 
plans, and daring in carrying them out, 
should be sought by stores in every 
city, town and crossroads where feed 
buyers come to “load up”. 


BLANCHARDVILLE CO-OPER- 
ATIVE CO., Blanchardville, Wis., has 
purchased the feed mill equipment for- 
merly owned by Sardeson Brothers. 


WONEWOC FLOUR MILL, 
Wonewoc, Wis., was damaged by fire 
recently. 


H. OH. LEPPER FLOUR MILL, 
Menomonie Falls, Wis., is celebrating 
its 75th anniversary by installing new 
equipment to make the plant conform 
to the latest changes in flour milling. 
The improvements are being made at 
a cost of approximately $8,000. This 
company makes a change in mill struc- 
ture with each progression in milling 
mechanics. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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Prosperity Makes HomeWith Dealers 
On Wisconsin’s Thumb 


Peninsula Is Generous In Scenic Beauty And The Feed Trade 
Always Cool In Algoma; Door County Noted For Its Cherries 


By Emil J. Blacsky 


Of THE FEED BAG Editorial Staff 


ATER limits the territory of 

W feed dealers who do business 

in the Door and Kewaunee 
county peninsula, thumb of Wiscon- 
sin, but they enjoy prosperity, and live 
ia one of the most beautiful regions in 
the state. 

Lake Michigan laps against the east- 
ern shores of the peninsula, and Green 
Bay waters cutting deeply inland on 
the west, leave a jutting piece of land 
25 miles across, and approximately 75 
miles long, protruding like the thumb 
of a mitten. Two counties, Door and 
Kewaunee, are located on the penin- 
sula. One is ranked among the pros- 
perous farming communities of the 
state, and the other is world famous 
for its fruit growing and scenic beauty. 
In this lucrative and beautiful territory 
ten feed dealers do business. 

64-Year-Old Firm 

Bruemmer Bros. mill on the south- 
ern end of the peninsula, is 64 years 
old. Two brothers, Louis and Ernest, 
manufacture flour, do custom grinding, 
and sell feed, from this historic and 
picturesque spot. Henry Bruemmer, 
their father, now deceased, bought the 
mill in 1866 from Swaty & Boldt, pio- 


Office of Door County Produce Co. 


neers, who built the structure. It is 
located on a swiftly moving stream, 
which has been swelled into a large 
pond by a dam. Water power is still 
used by Bruemmer Bros., but a steam 
engine pinch hits when the water is 
low. 

Bruemmer Bros. provide sport for 
their customers besides selling flour to 
them and grinding their grist. Every 
spring hordes of suckers come up, the 
mill stream from Lake Michigan to 
spawn. They reach the mill dam, and 


cannot get farther. When the dam is 
closed the water on the lake side of it 
becomes low. In the shallow stream 
the suckers can be easily speared, or 
caught with nets. 
Fishing for Suckers 

It is not uncommon to see several 

hundred persons’ clustered about 


Louis and Ernest Bruemmer 


Bruemmer Bros. mill at 4 a. m. on a 
spring morning, waiting for Bruem- 
mer Bros. to close the dam. A plank 
or two is inserted in the dam by one 
of the Bruemmers and then the fun 
begins. The fish dart about in the 
shallow water, and the men dash after 
them, sinking the prongs of spears into 
the backs of the elusive fish. In their 
excitement, some of the fishermen 
wade into the deep spots up to their 
waists, and are drenched. Colds are 
numerous, but what does that matter, 
when fun is in sight. 

Thus Bruemmer Bros. provide free 
fish for their customers. Every year, 
wagonloads of suckers are removed 
from the streams, and smoked, or put 
up in cans by the farmers. As a re- 
sult of their accommodating: ways, 
Bruemmer Bros. have the good will of 
the customers and consequently their 
business. 

Village Grows at Mill 

A small village has sprung up around 
the mill and has been named Bruem- 
merville. The site is a scenic one, 
and is well-known to old and young. 


Many of the pioneers carried wheat to — 


the mill over rough trails for miles in 
the early days. Silver Leaf flour is 
manufactured by Bruemmer Bros., and 
it enjoys a big local demand. 

It is always cool in Algoma where 
the Algoma Farmers’ Co-operative Co. 
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sells flour and feed, and maintains a 
retail store in connection. Frank Jan- 
sky, an accommodating Bohemian fel- 
low, is manager. The organization has 
enjoyed growth and success, and a 
great share of this is due to the man 
at its head. Recently the co-operative 
built two new elevators, and a store 
and warehouse. It started in a small 
structure, and has expanded rapidly 
to its present size. Mr. Jansky joined 
the organization in 1921. He works, 
and that is the reason for the success 
of the company. 
Jansky: Knows Feeds 

Everything the farmer needs may be 
found at the co-operative, and Mr. 
Jansky knows his feeds. He farmed 
himself for several years, and also had 
experience in management, having 
charge of a wholesale house in Chicago 
for some time. 

Hot days are unknown in Algoma. 
When the rest of the world swelters 
painfully under a torrid sun, the Al- 
goma folks comfortably go about their 
tasks. The fact that the city is lo- 


cated on a point which reaches farther 
into the lake than the surrounding 
country, makes it a cool spot. 


Algo- 


Algoma Farmers’ Co-operative Co. 


ma’s a neat little town, and a prosper- 
ous one, both in agriculture, in indus- 
try, and in the feed business. 
Among Belgian Settlers 
Six miles north of Algoma nestles a 
rural village. It is Forestville. The 
Kewaunee Grain Co., Kewaunee, Wis., 
maintains a branch elevator there, and 
supplies the wants of the prosperous 
farming community in this district. Eli 
Chaudoir is manager. The greater por- 
tion of the trade who buy at the For- 
estville elevator are Belgians. Mr. 
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Chaudoir is of this nationality, and one 
can hear him speaking frequently in 
this tongue to one of his customers. 
They like to do business speaking their 
own language, and the Forestville ele- 
vator enjoys a large patronage. 
Maplewood is a sister village of For- 
estville in Door county. Here Knauf 
& Tesch, Chilton, Wis., maintain a 
branch elevator. Henry Perry, For- 


estville, is manager. He is a tall, 
gaunt fellow, and in his day, was a 
basketball star on the Forestville team 
which held the championship of the 
peninsula for many seasons. 
Country Is Prosperous 

Trade pours into Maplewood from a 
bustling farm community. Palatial 
country homes, large, well-kept build- 
ings,,and pastures dotted with large 


Bach of every sack stands the INSTITUTION 
asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
**better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International ‘Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


se) INTERNATIONAL 


SUGARED FEEDS FoR GREATER PROFITS 


Memphis, Tennessee 


MODERN 


WATERPOWER MILLS 
MINNEAPOLIS. MINN. 


herds of dairy cattle, lead an observer - 
to believe that the feed market in this 
territory is good. And that is true. 
Almost every day in the week, the 
elevator has a long line of teams and 
trucks waiting their turn to unload 
grain which they have brought, or to 
go home laden with commercial feeds, 
and other farm needs. 

In the heart of the Belgian com- 
munity of Door county at Brussels, 
Wis., Chaudoir & Sons do business in 
the feed line. Custom grinding also 
keeps them occupied. The Belgian set- 
tlement is a famous grain raising com- 
munity, and the burrs of the grinders 
in this territory must be kept whirl- 
ing. However, more interest is be- 
ing taken in dairying each year, and 
the market for commercial feeds is in- 
creasing. Chaudoir & Sons, who are 
Belgian by descent, manage a profit- 
able business in this rural community, 
and they also operate a general store 
in connection with the mill. Time will 
further increase the prosperity of this 
place, and the Chaudoir sons will be 
on the job to take advantage of it, for 
they are a group of hustling young 
business men. 

Makes Wheat Cereal 

Down in Sawyer, Wis., is a feed 
dealer who has originated a breakfast 
food that is becoming famous through- 
out the state and is growing in demand 
from other points. He is F. P. Bush- 
man, president of the Bushman Mill- 
ing Co. 

Deluxe wheat cereal is the name of 
his product. It is a breakfast food 
manufactured from whole wheat, and 
since it was first placed on the market 
two years ago, has enjoyed a steadily 
increasing demand. It may not be 
far wrong to guess that within the 
next ten years Sawyer will become 
as famous as Battle Creek. 

Deluxe wheat cereal, with Mr. Bush- 
man, is merely a sideline, however. He - 
sells an enormous amount of feeds, 
and he is recognized in his territory as 
an authority on poultry feeds. Mr. 
Bushman tells his customers what to 
feed, and in most cases his advice 
pleases the customer, and he comes 
back again. Upon this policy the Bush- 
man Milling Co. has built a booming 
business, and a visitor will realize the 
fact if he visits the mill and observes 


(Continued on Page Twenty-one) 


FARMERS CHOICE SWEET DAIRY RATION 
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CANNON VALLEY MILLING CO. 


Many Good Speakers On Program 


At Omaha Convention 


Grain Men Will Assemble In Beautiful West To Learn And Play 
Central Retail Dealers And Eastern Merchants Urged To Attend 


RAIN men and feed dealers 
(S from all corners of the United 

States will gather at Omaha, 
Neb., October 10, 11 and 12, when the 
Grain Dealers’ National Association, 
with which the Central Retail Feed 
Association and Eastern Federation of 
Feed Merchants are affiliated, will hold 
its 3lst annual convention. 

In the beautiful West, those attend- 
ing will be entertained by Omaha, 
which has been preparing for its guests 
with the hope of showing them the 
best time they have ever experienced. 
Dealers will hear a program that is 
highly instructive, and made more so 
by speakers who know their “oats” in 
the grain and feed business. 

Feed Dealers Invited 


C. D. Sturtevant, president of the 
grain dealers, extends to every direct 
and affiliated member, which includes 
dealers in the Central Retail Feed As- 
sociation and Eastern Federation of 
Feed Merchants a most hearty and 
urgent invitation. 

“Come and meet with us,” he urges, 
“and help us solve our problems and 
yours.” 

The United States Feed Distribu- 
tors’ Association, the Terminal Grain 
Weighmasters’ Association, and the 
Chief Grain Inspectors’ National As- 
sociation will also hold their annual 
meetings at Omaha during the conven- 
tion. 

Many Good Speakers 

A. C. Malloy, Hutchinson, Kans., 
will be the speaker of the evening at 
the banquet, which is to be held on 
the night of October 11. Mr. Malloy 
is an attorney, and has a great repu- 
tation as an orator. He is vice-presi- 
dent of the national bank at Hutchin- 
son, and is a rapid-fire speaker with 
an abundance of wit and humor. 

Walter H. Newton, a Minnesota 
congressman, one of the best known 
members of the house in that state, 
will tell from actual experience the 
fight against the McNary-Haugen bill. 
In the various skirmishes started by 
the farm bloc to enact price fixing, 
Senator Newton has taken an active 
part. Te knows the whole farm move- 
ment in and out of Congress. The 
value of his speech will be his explana- 
tion of farm politics, state and national. 


C. N. Wright, Scottsbluff, Neb., 
will be toastmaster of the convention. 
Those who have already had the for- 
tune to hear this witty speaker will be 
pleased to enjoy his sayings again, 
and those who have not, have a sur- 
prising treat coming. 

Arthur J. Weaver, president of the 
Missouri River Navigation Association, 
will contribute to the variety of sub- 
jects offered by the speakers at the 
convention. He will talk on the de- 
velopment of navigation on the Mis- 
souri river, a project of interest to all 
grain dealers and shippers. 

Frank J. Delaney, Chicago, will tell 
the grain dealers how politics is played 
in Illinois. Mr. Delaney comes to the 
convention ‘as the representative of the 
Chicago Board of Trade. He will tell 


Feed Distributors Will 
Meet At Omaha 


While the Grain Dealers’ National 
Association is holding its convention 
at Omaha, Neb., the United States 
Feed Distributors’ Association will 
also convene on Tuesday, October 11, 
at the Fontenelle hotel. 

George I. Hoyland, president of the 
organization, has appointed the follow- 
ing committees: 

Resolutions—W. O. Fehling, Samuel 
Bell & Sons, Philadelphia, Pa.; J. W. 
Jouno, Donahue-Stratton Co., Milwau- 
kee, Wis.; Chester Chapin, Chapin & 
Co., Chicago; D. G. Lowell, Washburn 
Crosby Co., Minneapolis, Minn.; E. C. 
Dreyer, Dreyer Commission Co., St. 
Louis, Mo. 

Entertainment—J. H. Weaver, Ne- 
braska Consolidated Mills, Omaha, 
Neb.; Ward Brown, Purina Mills, St. 
L.ouis, Mo.; C. H. Cotton, Kansas 
Flour Mills, Kansas City, Mo.; J. R. 
Stewart, Reliance Feed Co., Minne- 
apolis, Minn.; M. C. Burns, Traders 
Feed and Grain Co., Buffalo, N. Y.; 
Samuel R. King, King Brothers Co., 
Philadelphia, Pa.; C. J. B. Currie, Park 
& Pollard, Boston, Mass.; J. P. Parks, 
Kansas City, Mo. 

A large attendance is expected, 
since the members can also attend the 
grain dealers’ convention while they are 
in the city, thus killing two birds with 
cne stone. 
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of the ins and outs of the Kessinger 
bill which created great interest in the 
state, and among the grain men nation- 
ally. 
MacDonald on Program 

A. S. MacDonald, Boston, Mass., 
first vice-president of the association, 
will respond to the address of wel- 
come, and will tell how glad the deal- 
ers are to be back in the city after an 
absence of 16 years since the last con- 
vention was held there. 

F. C. Bell, Omaha, is in charge of 
the arrangements for the convention. 


“FL. A. Butler is chairman of the men’s 


entertainment committee; J. P. Zim- 
merman will have charge of the ban- 
quet; L. L. Quinby will see that the 
ladies enjoy themselves while they are 
at the convention; J. T. Buchanan will 
be head of the arrangements for the 
big ball to be held Monday evening; B. 
O. Holmquist will attend to hotels and 
transportation, and C. W. Adams is 
handling the publicity and program de- 
tails. 
Railroad Rates Reduced 

Railroads will give a rate of one and 
one-half fare to all those who buy a 
round trip ticket to the convention. Re- 
duced rates may be secured by mem- 
bers and affiliated members of the as- 
sociation by presenting identification 
certificates at the ticket window of 
their respective stations. The certifi- 
cates were mailed September 1, and 
should now be in the hands of the 
members. 

Headquarters will be maintained at 
the Fontenelle hotel, Omaha, and ac- 
ccmmodations in other hostelries for 
20,000 guests, are available. 

Following is the official program of 
the convention: 

Monday, October 10 
Morning Session, 9:30 o’clock 

Call to order by President C. D. 
Sturtevant. 

Invocation—Rev. Stephen E. Mc- 
Ginley, Rector of Trinity Cathedral, 
Omaha. 

Address of welcome on behalf of the 
city of Omaha, by Hon. James C. 
Dahlmann. 

Address of welcome on behalf of the 
Omaha Grain Exchange—E. P. Peck, 
president. 

Response on behalf of the grain 
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trade—A. S. MacDonald, first vice- 
president of the Grain Dealers’ Na- 
tional Association, Boston, Mass. 

President’s annual address—C. D. 
Sturtevant, Omaha, Neb. 

Report of secretary-treasurer—Chas. 
Quinn, Toledo, Ohio. 

Presentation of booster prizes. 

Appointment of convention commit- 
tee. 

Tuesday, October 11 
Morning Session, 9:30 o'clock 

Address—‘Congress and the Mc- 
Nary-Haugen Bill,’ Hon. Walter H. 
Newton, member of congress from the 
fifth Minnesota district, Minneapolis, 
Minn. 


Address—“Development of Naviga- 


. Weaver, 


tion on the Missouri River,” Arthur J. 
president of the Missouri 
River Navigation Association, Falls 
City, Neb. 

Committee Reports, including that 
of feed arbitration committee, H. R. 
Wilber, chairman, Jamestown, N. Y. 

Wednesday, October 12 
Morning Session, 9:30 o'clock 

Address—“Illinois State Politics and 
the Kessinger Bill,’ Frank J. Delaney, 
Chicago, representing the 
Board of Trade. 

General Discussion on the Subject: 


Chicago 


“Does the Grain Dealers’ National As- 


sociation favor the Frazier Bill, S. 
5096, to Amend the United States 
Grain Standards Act?” This bill pro- 


‘“*Eureka’”’ 


Superiorities : 


De Luxe 
No- 1-B Corn Cutter 
(8000—10000 Lbs. Capacity) 


Just when it’s Most Needed 


Comes the finest Corn Cutter Ever Devised 


One-piece screen with more perforated 
area than any other cutter’s. 


Screen in closer contact with knives. 


Screen can be taken out and replaced 
almost instantaneously. 


A better method of adjusting and 
changing knives—easier and quicker. 


Perfect accessibility and simplicity. 


Improved results—Less Power. 


A series of five pictures will be sent those interested. 


S. HOWES C@Q., Inc. 


SILVER CREEK, N. Y. 


vides for outright Federal inspection to 
replace the existing system of Federal 
Supervision. 

Unfinished Business. 

Reports of Convention Committees. 

Election and Installation of Officers. 

New Business. 

Adjournment. 

Entertainment 
FOR THE LADIES: 

Registration headquarters at the 
Fontenelle hotel. Local hostess will 
greet the arriving ladies. 

Monday, October 10—Twelve o'clock 
noon, Luncheon followed by style show 
at the Fontenelle hotel. 

Tuesday, October 11—Afternoon ma- 
tinee at the New Orpheum theatre. 
FOR THE GENTLEMEN: 

Monday, October 10—Morning, con- 
vention session. Afternoon, visit to 
grain exchange, golf and miscellaneous. 

Tuesday, October 11—Morning, con- 
vention session. Afternoon, golf tour- 
nament. Prizes to be given. (Special 
busses will leave from the Fontenelle 
hotel at 1 p. m.) 

FOR LADIES AND GENTLEMEN: 

Monday, October 10—Evening, nine 
o'clock, Ball at the Fontenelle hotel. 

Tuesday, October 11—Evening, sev- 
en o'clock, Banquet at the Fontenelle 


hotel, E. P. Peck, President of the 
Omaha Grain Exchange, presiding. 
Toastmaster, C. N. Wright, Social 


Vice President of the Platte Valley 
State Bank, Scottsbluff, Neb. Speaker 
of the Evening, A. C. Malloy, Attor- 
ucy, Hutchinson, “Kans. 


FARMERS’ CO-OPERATIVE 
MARKETING CO., Gibson City, II1., 
has purchased the produce business of 
Otis Dover. Mr. Dover intends to 
go to Litchfield, Ill. to open a flour 
and feed business there. 


WASHBURN-CROSBY CO., Min- 
neapolis, Minn., through its subsidiary, 
the Royal Milling Co., of Great Falls, 
Mont., has purchased the 1,000 barrel 
flour mill at Pasco, Wash. 


WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


HADDEN GRAIN CO. 


MILWAUKEE 
Serves the Best 


4 4 YEARS IN THE 
GRAIN TRADE 


at MILWAUKEE 

Phone 10 CHAMBER OF 

Broadway COMMERCE 
642 


(Ground Floor) 
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Introducing Jimmy Vint As State 
Market Commissioner 


Wisconsin Feed Dealer Is Appointed By Governor As Department Head 


“Will Work To Stabilize Prices On Farm Products,” 


Farmers’ Co-operative Elevator 
Co., Union Grove, Wis., and treas- 
urer of the Central Retail Feed Asso- 
ciation, is now commissioner of mar- 
kets for the state of Wisconsin. Jim- 
my, as he is known to thousands of 
his friends throughout the state, took 
cffiice on September 9, on the appoint- 
ment ot Gov. Fred Zimmerman. 
The office of commissioner of mar- 
kets is one of the most important at 
the Wisconsin capitol As commis- 
sioner, Jimmy will have charge of the 
Wisconsin department of markets and 
in general his duties will be to aid and 
assist Wisconsin farmers in the mar- 
keting of their products. The term of 
office is four years. 


Wide Range of Work 

There are about 30 persons in the 
personnel of the department at the 
present time and the greater part of 
the work of the department is handled 
by divisions such as transportation, ac- 
counting, legal, cheese, butter, eggs and 
poultry, unfair practices, bonded ware- 
houses, bees and honey. 

Activities of the department of mar- 
kets with which most feed dealers are 
familiar are the inspection of produce, 
and cheese, defining of grades, tobac- 
ce pool, accredited hatcheries, market 
broadcast from Stevens Point and bi- 
weekly market letter. Livestock, pro- 
duce and feeds are quoted in the daily 
broadcast and the market letter. 

The Same Old Jimmy 

We went out to Union Grove, where 
Jimmy was trying to put things at his 
elevator in such shape that they can 
easily be turned over to a successor, 
and had a long talk with Commissioner 
Vint. The commissioner is the same 
old Jimmy—the unusual combination 
of a good dirt farmer, a good business 
man and a good fellow. 

“T have not had the job long enough 
to be able to know exactly where I 
stand with respect to the various ac- 
tivities of the department,” Jimmy said. 
“T am digging into the bottom of ev- 
erything and it won’t be long, how- 
ever, before I become familiar with all 
the details. I am going to try to make 
the department of markets a real fac- 
tor in the state government and a big 
help to the citizens of Wisconsin and 


J een H. VINT, manager of the 


especially the farmers. I have decid- 
ed not to have any deputies and will 
make myself solely responsible for all 
the department’s decisions and activ- 
ities.” 
Would Stabilize Prices 

Jim has an idea that most farmers 


T always rains when we 

visit Union Grove. We've 

been there three times and 
have had Jimmy Vint pose in 
the rain each time. This last 
trip we used a full roll of film 
and a new camera. The above 
portrait of Jimmy will prove 
we were successful. 


would be more prosperous if there was 
less fluctuating in the~ prices of the 
products they sell. “I-don’t think con- 
sumers should or are able to pay high- 
er prices for farm products than they 
do when the prices are at their peak 
but I also know that farmers should 
not find it necessary to sell their pro- 
ducts at prices they are obliged to ac- 
cept at times when markets are at low 
ebb. An ideal condition would be 
achieved if a price in between the range 
could prevail all the year around. 

“I know this would be impossible, 
but I am going to try and keep the 
prices of farm products from getting 
too low by establishing a service in the 
department of markets which 
broadcast information to consumers, 
telling them when low points are 
reached and urging them to stock up 
at such times. If consumers will fol- 
lew these suggestions they will bene- 
fit by getting in on a low market and 
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will, 


He Declares 


farmers will benefit because increased 
buying would keep the low markets 
from declining still farther. I have 
not the details of this plan worked out 
but it will give you an idea of one of 
the things I will try to do.” 

Served in the Legislature 

Jimmy Vint was born in Canada, 
but came to Milwaukee with his par- 
ents when he was 12 years old. He 
was educated in the Milwaukee schools 
and represented Milwaukee in the state 
legislature for three terms—1911, 1913 
and 1915. In reviewing Jimmy’s po- 
litical history, it is interesting to note 
that he defeated the present Wiscon- 
sin governor, Zimmerman, when he 
was elected to the state assembly for 
his first term and that he once declined 
the socialist nomination which would 
have made him a candidate for election 
as mayor of Milwaukee. 

When Jimmy Vint retired from the 
legislature, he purchased his present 89 
acre farm at Union Grove. Shortly 
afterward he became president of the 
larmers’ Co-operative Elevator Co. of 
Union Grove and for the past six years 
he has been manager of this company. 
The co-operative at Union Grove was 
a failure the first four years of its ex- 
istence but Jimmy had so much faith 
in the project that when most of the 
members were ready to give up, he 
offered his services as manager, and 
the company is now one of the out- 
standing retail feed businesses in Wis- 
consin. For the past few years, the 
Farmers’ Co-operative Elevator Co., of 
Union Grove has paid a 7 per cent cash 


‘dividend to stockholders and a 7 per 


cent dividend return on sales to mem- 
bers. The company in addition has 
established an enviable cash reserve. 
Good Luck, Jimmy 

Feed dealers we have talked with 
throughout the state are greatly 
pleased with Jimmy’s appointment as 
commissioner of markets. It is true 
that the department of markets has 
never been very popular with the Wis- 
consin feed dealers, but the general 
feeling today is that the idea of the 
department is a good one, and with a 
feed dealer at the helm, it will be han- 
dled so that it will render a real service 
to the farmer and nobody is more in- 
terested in the farmer than the feed 
dealer. 
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More Business—and the 


No wonder Quaker Dealers are 
finding it easy to get new busi- 
ness from old customers. Every 
day there come reports of, for 
example, a man who has been 
buying Ful-O-Pep Poultry 
Feeds turning to Quaker Dairy 
Rations, too. Or sometimes it 


Quaker Dealer gets it! 


is Quaker Pig-N-Hog Meal 
that has won a feeder to try 
Sugared Schumacher, too. 


Each feed in the Quaker line 
helps every other feed to attract 
more and more business— and 
the Quaker Dealer gets it! 


If you want to enjoy the advantages of handling 

a complete line (that brings both flour and 

feeds in the same car), and share in the effec- 

tiveness of Quaker’s advertising work, write 
today—a postal card will do. 


The Quaker Qals @mpany 


CHICAGO, U.S. A. 


A A RAE BAA AB 
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Constitution Tells Aims Of Dealers 


In Central Association 


Would Promote Feed Business For General Good Of Entire Industry 
Retail Dealer Defined In Membership Clause Of Organization Pact 


HE constitution of the Central 
I Retail Feed Association is pub- 
lished herewith at the sugges- 
tion of the organization’s executive 
committee. Members, and others in- 
terested, are requested to clip this 
page and save in their files. 
PREAMBLE 
Whereas, the interest of every 
branch of business may be best pro- 
moted and protected by union of ef- 
fort on the part of those engaged in 
it; therefore, we, the undersigned, re- 
tail feed dealers, believing such an or- 
ganization will prove beneficial, hereby 
unite ourselves in an Association, to 
be governed by the following Constitu- 
tion and By-Laws: 
ARTICLE I 
Name 
This organization shall be known as 
the Central Retail Feed Association. 
ARTICLE II 
Object 
The object of this Association is: 

A—To promote an acquaintance and 
friendly feeling among its mem- 
bers. 

B—To secure and disseminate any and 
all legal information which may be 
of interest and value to the mem- 
bers. 

C—To provide for the collection and 
dissemination of credit information 
to the members. 

D—To promote the feed business for 
the general good of the entire in- 
dustry and the welfare of its pa- 
trons. 

E—To aid in the more efficient dis- 
tribution of feed and allied pro- 
ducts through the interchange of 
information and improved methods 
of handling and distribution. 

F—To foster fair dealing, honest val- 
ues and the proper fulfillment of 
all obligations and contracts. 

G—To co-operate with all branches of 
the feed and allied industries in all 
constructive programs for the ad- 
vancement of the industries and 
in the collection and dissemination 
of information as to the value and 
uses of feed and allied products, 
in order that the maximum eco- 
nomical consumption of these 
products may be maintained. 

ARTICLE III 
Membership 
Section 1—Any person, firm or cor- 


was held Aug. 31. 


and urged to be present. 


23, will be adopted. 


Dealers’ Meeting At Neillsviile 


Retail feed dealers from the territory about Neillsville 
will hold a meeting at Neillsville, Wis., Wednesday, Oct. 12. 
The meeting was called by J. L. Kleckner, president of the 
Central Retail Feed Association, for the purpose of organizing 
feed dealers of the territory to oppose an increase in the de- 
mand charge for electricity as planned by the power company. 
It is also hoped that permanent organization of the Neillsville 
District Feed Dealers’ Club will be completed at the meeting. 
A preliminary group meeting attended by about 18 dealers 
Every dealer in the territory is invited 


The executive committee of the Central Retail Feed As- 
sociation, including all the officers and directors, will also meet 
at Neillsville, Wis., October 12. Plans for further organization 
of Illinois and Wisconsin dealers into district clubs, as pre- 
sented at a meeting of the directors in Milwaukee, September 


poration engaged in the retail distribu- 
tion of feed, flour and allied products 
and owning or operating a mill or 
warehouse in which is kept a stock 
sufficient to meet the needs and re- 
quirements of the community and hav- 
ing an office which is open daily dur- 
ing business hours and in charge of a 
person competent to attend to the 
wants of patrons may become a regu- 
lar member of the Association by ap- 
plying to the Secretary, and on being 
accepted by the Executive Committee, 
paying the required fees as hereinafter 
provided and agreeing to abide by the 
Constitution and By-Laws of the As- 
sociation. It is understood that 
where a concern operates more than 
one retail establishment, each must 
have a separate membership. 
- ARTICLE IV 
Officers 

Section 1—The officers of this As- 
sociation shall be a President, Vice- 
President, Treasurer, Secretary, and a 
Board of Three Directors. 

Section 2.—The President, Vice- 
President, and Treasurer shall be elect- 
ed by ballot at the annual meeting of 
the Association, and shall serve for one 
year or until their successors are elect- 
ed. 
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Section 3.—The Board of Directors 
shall be elected by ballot at the regu- 
lar meeting of the Association and shall 
serve for three years or until their suc- 
cessors are elected and qualified, ex- 
cept that at the election to be held in 
June, 1926, one member shall be elected 
to serve one year, and one to serve for 
two years, and one to serve three years, 
and thereafter the election shall be for 
three year terms. 

Section 4—The Secretary shall be 
elected by the Executive Committee. 
ARTICLE V 
Executive Committee 
The President, Vice - President, 
Treasurer, Secretary and Board of Di- 
rectors shall constitute the Executive 
Committee, any five of whom shall 
constitute a quorum to do business. 
ARTICLE VI 
Dues and Assessments 

Section 1—Annual dues for each 
regular member shall be Ten Dollars 
($10.00) per calendar year, payable in 


. advance and due January first of each 


year except that for the remainder of 
the year 1926 the dues shall be Five 
Dollars ($5.00) payable in advance, and 
due upon completion of organization of 
this Association. Dues for 1927 will 
be Ten Dollars ($10.00) per year for 
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You can’t 
go wrong 


In Selling Only 


Pilot Brand 


Oyster Shell-Flake 
FOR POULTRY. 


It’s the best Crushed 
Oyster Shell packed 
and the only one that 
has been advertised 
for years. 


OYSTER SHELL | 


FOR POULTRY 


OYSTER SHELL PRODUCTS 
CORPORATION 


Shell Building, St. Louis, Mo. 


each and every member and will be- 
come due January 1, 1927. 

Section 2.—Neglect or refusal to pay 
annual dues shall bar such a member 
from participating in any of the bene- 
fits of the Association, or voting on 
any question, until such dues are paid. 

Section 3.—The Secretary shall make 
sight drafts upon members failing to 
pay dues within sixty days after same 
shall become due and payable, and if 
payment is refused, the member may be 
suspended by a majority vote of the 
Executive Committee. 

Section 4.—Any member may with- 
draw from the Association by giving 
written notice to the Executive Com- 
mittee, through the Secretary, not less 
than fifteen days before the expiration 
of the year for which he has paid dues 
and paying all fees previously due. 

ARTICLE VII 
Meetings 

Section 1—The permanent headquar- 
ters or place of business of this As- 
sociation shall be maintained by the 
Secretary. 

Section 2.—The annual meeting shall 
be held in the late spring or early 
summer each year at a date and place 
to be fixed by the Executive Commit- 
tee. 

Section 3.—Spécial meetings shall be 
called by the President, upen written 


request of ten members, or upon the 
majority vote of the Executive Com- 
mittee, who shall determine time and 
place for meeting. Fifteen members 
present shall constitute a quorum for 
business. 
ARTICLE VIII 

By-Laws, Rules and Regulations 

By-Laws and Rules and Regulations, 
not inconsistent herewith, shall be 
adopted for the management and con- 
trol of this Association as may be 
found necessary. 

ARTICLE [X 
Amendments 

This Constitution may be amended 
by a majority vote of the regular mem- 
bers present at any regular meeting. 
The proposed amendments must be 
submitted to the Secretary at least thir- 
ty days before the meeting, and he 
must notify members by mail at least 
ten days in advance of the proposed 
changes submitted. 


DAVID SCHAAL, Perry, 
bought out Mr. Walker’s share of the 
Schaal-Walker Co., and the firm will 
now be known as the Schaal Grain 
Co. 


G. C. BENNETT, New Sharon, Ia., 
purchased the grain and coal business 
from Henry B. McVeigh. 


a hite S B is Good B sis 
og White Swan Bran is Good Bran Ms 
= 
oo 
on Smith’s Creek, Michigan, 00 
oo Springfield Milling Company, August 4, 1927. aa 
Springfield, Minnesota. 5= 
Gentlemen: 
oo About a year ago we purchased some of your WHITE SWAN bran from oF 
ae the Krause Milling Company. It was the best bran that we have ever handled. 5c 
ue Will you please quote us prices for we are going to be in the market for several Ao 
ac cars of bran soon? Respectfully, == 
oo H. NEAL & SON, oo 
00 (Groceries, Hardware and General Merchandise) Oo 
00 
oo oo 
= 
Be To make good feed requires the same care and attention that is necessary to oo 
OO produce good flour. Milling WHITE SWAN feed is not a hit-or-miss pro- ia 
aA cess. That is why our feeds enjoy the same high reputation for quality that Sp 
oo has made WHITE SWAN flour famous. as 
oo 
oo oo 
= 
=> 
oo 
oo oo 
oo 
oo 
oo oo 
og F. A. RUENITZ, Presipenrt, 
00 SPRINGFIELD MILLING COMPANY, INC. o0 
00 SPRINGFIELD, MINNESOTA 
oo oo 
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Customers Are Never Disappointed 
At Martin’s Feed Store 


Dealer Supplies Postal Order Blanks To His Regular Trade 
Farmers Reserve Needs By Mail Before Calling At Station 


Martin’s feed store, at Oakdale, 

Washington county, Ohio, are 
always sure of getting the particular 
brands of livestock feed they ask for. 
This assurance is made possible by 
the use of order-blanks which Martin 
prepares and distributes to farmers in 
all parts of his territory. Common 
postal cards are used for the blanks, 
and the form is arranged thus: 


C USTOMERS coming to A. E. 


, 192....., I will need 
the following livestock feed: 


I expect to find these goods in stock 
_ at your store. If any of the items can- 
not be obtained, you are to notify me 
at the phone number, given below. 

Phone No, «......: 

“I serve a large rural territory,” 
Martin explained to me recently. “And 
it sometimes happened that a farmer 
would drive to my store from a dist- 
ance of ten or more miles, only to find 
me sold out on some item he desired. 
This always meant a lost sale and a 
badly disappointed customer, so after 
experimenting for two years, I finally 
found a way to prevent these happen- 
ings. I bought a supply of postal 
cards and prepared them in the form 
of order blanks, arranging spaces to 
accommodate the names of various 
kinds of livestock and poultry feeds, 
used in my locality. The cards were 
self-addressed to my store, and my 
next move was to distribute them 
among my customers, with the re- 
quest that they fill out the blanks and 
mail the orders at least six days in 
advance of their next visit. As the 
cards carried return postage, the cus- 
tomer was put to no expense. 

“Now, when a farmer in any part 
of my territory runs low on livestock 
feed, he fills out a card and makes me 
acquainted with his future needs. This 
gives me ample time to stock up on 
the items, and if some special article 
is wanted, I have the opportunity to 
get it from supply-houses. When an 
item cannot be obtained, I refer to the 
customer’s phone address, and he is 
thus informed of the fact. 

“By this method, I am able to have 
the goods ready when a customer calls, 
without over-burdening my floors with 


an extra-large stock. I can buy special 
brands of feed in such amounts as can 
be turned quickly, and this reduces 
over-head expense. 

“Besides preventing disappointed 
customers, the post card order blanks 
keep me posted on the trend of feed- 
buying in my community. This helps 


me to give more efficient service, es- 
pecially in the winter, when farmers 
are regular customers for the newer 
kinds of poultry and dairy rations. I 
find the card stunt quite inexpensive 
for the purpose, and a big supply of 
them can be prepared, ready for use 
in an evening's time.” 


Prosperous Dealers Are Found 


Joe Worachek—his store and family 


(Continued from Page Fourteen) 
the busy atmosphere. 
Read The Feed Bag 

Mr. Bushman declared that he had 
been reading the cash’ basis articles in 
The Feed Bag, and he stated that he 
believed it was the only policy. Al- 
though he is still doing business on a 
credit basis, Mr. Bushman  contem- 
plates seriously on making a firm 
stand, and demanding the cash consid- 
eration to which every feed dealer is 
entitled. 

Just this side’ of the long toll bridge 
which connects Sturgeon Bay and 
Sawyer, the Fuller Goodman elevator, 
managed by Gus Forland, is’ located. 
The company branched out into the 
feed trade from its lumber business, 
which it maintains at Sawyer, two 
years ago when it bought the elevator 
then operated by the Northern Pro- 
duce Co. 

Mr. Forland was formerly in the 


hay buying business at Sawyer, and. 


has been doing business with the farm- 
ers in his territory for over 30 years. 
There’s nothing high-brow about Gus. 
He gets right down on the platform 
with the farmers and talks business. 
As a result, he sells feed, and a great 
deal of it. The Fuller Goodman Co. 
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In Cherry Country 


handles the Ralston-Purina line, and 
Mr. Forland reports that he has sold 
19 carloads of feed since the first of 
the year. 

Keeps Customers Smiling 

“T’d like to get some lime,” said a 
farmer who walked up to Gus, who 
sat near the office stove. 

“We don’t keep lime here, but you 
can get it at the other building,’ Gus 
responded. “But if its Cow-Chow that 
you want, why we'll fix you up right 
away.” 

This conversation illustrates how 
Gus jokes with the farmers and sug- 
gests sales at the same time. Farmers 
like to be kidded. Gus kids them, and 
he gets business. 

Across the Toll Bridge 

On the Sturgeon Bay side of the 
bridge which the traveler reaches after 
paying 10 cents for the privilege of 
crossing the span in his rickety Ford, 
basks the Door County Produce Co. 
A newly built office and warehouse, and 
a neat appearance all around give the 
place an inviting atmosphere, and un- 
doubtedly help it to get business. H. 
F. Gaerke started the business in 1920, 
and he has prospered. The firm man- 
ufactures several of its own commer- 
cial feeds, among them “Max ’Em 
Lay” egg mash, and “Max ’Em Milk” 
dairy feed. These two brands are sell- 
ing well throughout Door county. 

Besides being active in selling feeds 
the Door County Produce Co. is recog- 
nized as one of the best shippers of 
potatoes in the state, for packing, qual- 
ity, and uniformity. Mr. Gaerke keeps 
in buying and selling contact with the 
farmers by purchasing and shipping 
livestock. He is continually mixing 
with his farmer customers, and be- 
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lieves that it is a good policy. 
Teweles & Brandeis 

Teweles & Brandeis are long-estab- 
lished dealers in Sturgeon Bay, and 
operate the largest grain elevators in 
the peninsula. The firm has two 
branches, one at Sawyer, and the other 
at Sturgeon Bay. Arthur Teweles man- 
ages the Sturgeon Bay branch, and Is- 
adore Brandeis keeps business hum- 
ming at Sawyer. 

Extensive improvements were re- 
cently made on the elevators, and a 
new motor was installed. Both places 
are powered by electricity and are 
equipped with modern machinery. Mr. 
Brandeis has walked over the Sturgeon 
Bay bridge to his Sawyer office for 25 
years, and has never accepted a ride 
or missed a day. The distance from 


| 


his home to the office is over one and 
a half miles. 

Teweles & Brandeis buy and ship 
large quantities of potatoes. With their 
two elevators they obtain a steady 
trade from a large territory, and are 
prospering in the beautiful cherry 
country. 

Joe Was a Blacksmith 

Joseph Worachek is the dealer far- 
thest north on the peninsula, following 
highway 17, which winds through the 
scenic wonders of Door county. He 
is located at Egg Harbor, a summer 
resort town and the rural center of a 
rapidly developing dairy country. 

Joe, was formerly a blacksmith, but 
he saw the possibilities of the feed 
business, and luckily gave up his pro- 
fession for a more profitable one. He 


™ HAND IN HAND 
WITH SCIENCE 


P 


The science of mixing nn mn 
| Purina Chows requires 
| thoroughly trained minds 
—scientific laboratories 
mM —constant research and 
experimental work. 


ST.LOUIS NASHVILLE BUFFALO KANSAS CITY 
MINNEAPOLIS EAST ST. LOUIS FORT WORTH 


also follows the policy of going out 
among the farmers in his territory, and 
he buys their cattle and ships them. 
Every Tuesday, several truckloads of 
livestock are taken up highway 17 to 
Sturgeon Bay and thence shipped to 
the market. Joe finds this a profitable 
occupation in itself and also a boost 
to the feed sales. He maintains a neat 
little shop in the town. 

Joe’s family counts 100 per cent as 
workers. Esther, a fair, pleasant girl, 
does the bookkeeping and attends to 
the store. Her hands may have been 
intended for light feminine tasks, but 
she certainly isn’t afraid to use them 
for heavy duty, such as _ handling 
weighty sacks. Joe couldn’t find a 
better “man” for his office.” 

100 Per Cent Family 

And if you’re selecting a good truck 
driver you will have two to pick from 
at Worachek’s. Robert and Elmer 
were born for the wheel, and they cer- 
tainly give transportation service to 
their father. There is a great deal of 
it to do, too, with the railroad station 
16 miles away. 

In the kitchen one may find faithful 
Mrs. Worachek. She’s a great help too 
in every way. Her cooking simply 
melts in one’s mouth, and she’s ready 
to lend a helping hand outside of her 
housework if needed. 
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Made from the Whole 


Menhaden Fish 
Fresh from the Sea 


sTRUVENS 


FISH MEA 


55/60% Protein 

15/20% Bone Phos. of Lime 
Less than 1% Fibre 
Natural Iodin 
Anti-Rachitic Vitamins 


A study of this analysis will 
tell you why there are no 
weak-legged fowl or animals 
in the sturdy, thrifty stock 
fed STRUVEN’S FISH 
MEAL. It builds the kind 
of stock that makes many 
more good customers for you. 


WRITE FOR SAMPLES 
AND PRICES. 


Charles M. Struven & Co. 


114-116-C S. Frederick Street 
Baltimore, Maryland 
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Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE wheat mill feed market dur- 
ing the last few days has weak- 
ened and then strengthened 
at intervals. During the latter part of 
September, there was sufficient old 
business, principally on bran, still on 
the mill books to keep the market on 
that commodity fairly steady. Mid- 
dlings, on the other hand, have shown 
an easy tone all the way through. Rap- 
id fluctuations in the corn market, with 
the general trend somewhat lower, has 
had a tendency to discourage specu- 
lative buying on middlings and the 
heavy feeds. 

The principal outlet for bran has 
been to the feed manufacturers and 
this class of trade has been buying 
rather steadily from day to day. North- 
western markets are out of line for 
shipment to the East at present, as 
Buffalo and Canadian mills are offer- 


ing bran at $1.50 to $2.00 per ton lower 
than northwestern figures. 

Mills generally are holding their 
quotations on both bran and middlings 
on forward shipment at practically the 
same as prompt price. There has been 
a fair amount of feed booked ahead 
for October, November and December 
shipment and in a few instances north- 
western mills have made contracts for 
shipment through to March of next 
year. Recently standard bran has been 
sold at $28.00, Chicago and Milwaukee 
rate points, for shipment to January 1, 
and country pure bran has been bocked 
on a basis of $28.50, Milwaukee and 
Chicago rate points, for the same ship- 
ment. 

Very little feed has so far found its 
way into storage as there has been 
just enough demand from day to day 
to absorb even the increased produc- 
tion. Although there is every indica- 
tion of northwestern production grad- 
ually increasing, mills are not over- 


anxious to dispose of feed and are plac- 
ing their offerings on the market in 
a scattered fashion only. 

The heavy feeds show rather an easy 
tone. Very little business is passing 
with offerings and the demand is both 
quiet and scattered. 

Linseed meal has recently weakened 
under increased production. North- 
western mills are now running at prac- 
tically full capacity and the output is 
liberal. However, the demand for lin- 
seed meal has been fair to good and 
mills claim to have considerable busi- 
ness on their books. $45.00, Minneapo- 
lis basis, is still thought by many in 
the trade to be a resting spot for lin- 
seed meal and many of the important 
feed manufacturers seem willing to 
book ahead every time the market 
strikes this level. 

Various feeds today, October 3, are 
quoted for prompt shipment, f. o. b. 
Minneapolis, straight carlots, as fol- 
lows: 


Standard bran, $25.50 to $26.00; 


Cool Grinding with “JAY BEE”’ 


Increased His Business 60 Per Cent! 


OU will never know what real, fine, fast, cool, economical grinding is until you install 
a “Jay Bee” Hammer mill. You will never experience real milling profits a you get 
Bee.” We can prove it! 

Sherman Seed & Feed Co., Chippewa Falls, Wisc., writes: “Our custom grinding 

has increased 60% with the ‘Jay Bee’ mill. The Burr and Attrition Mills are things 

of the past, as the farmers and feeders have learned the value of cool ground grain. 

Feed ground over the ‘Jay Bee’ mill will go at least one-fifth farther than feed 
ound by friction, for if you grind it fine, say for hog feed, you will have smoking 

fot feed from your friction mill, while from the ‘Jay Bee’ mill, it will be just as cool 

as when it entered the mill. You will never regret getting a ‘Jay Bee’ mill.” 


— cheapest when capacities—not claims. 


Equipped 
with eit 


the work is done. We deliver 
Write for Literature—Demonstration 


Write for descriptive literature. Our salesman will gladly call on you, with- 
out obligation, and explain how the “Jay Bee” will make you real money. 


Sizes and styles to meet every grinding requirement. 
“The Standard of Comparison” 


Manufactured the Bossert Corp., Utica, 
- manufacturer of hammer feed mills 


J. B. SEDBERRY, Inc. 


an, 
Puritan Dust 
Collector, 


Beware of Imitations. 

5 All infringements will 

be vigorously pros- 
ecuted. 


N) & 


160 Hickory St. Utica, N. Y. DD 
J. B. SEDBERRY CO. JAY BEE SALES CO. Direct ILA 
819 Exchange Ave. 446 Live Stock Exchange Bldg., Kansas, City, Mo. i POU . JU by 
Chicago, Ill. 311-312 Terminal Warehouse Bldg., Omaha, Neb. 
NCRUSHERN \ 
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pure bran, $26.00 to $26.50; standard 
niddlings, $26.50 to $27.00; flour mid- 
dlings, $32.00 to $33.00; red dog, $39.50 
to $41.00; 34% linseed meal, $45.50. 


E. L. MILLS, Mills & Black, Lake 
Mills, Wis., spent a few days in Mil- 
waukee watching the Brewers play 
ball. Forty years ago, when the team 
carried only fifteen players, he was 
signed up as the catcher. At that time 
he played under Clarke Griffith, now 
owner of the Washington Americans. 
Mills & Black have just installed a 
hammer mill in their feed department. 


WM. FRANK, Jefferson Flour & 
Feed Mill, Jefferson, Wis., recently 
made a trip to Minneapolis to see some 
of his friends. He reports a fine trip. 


Bigger Profits 
By Making 


Poultry 
Mashes 


our present volume of 
business may be satis- 
factory, but what about 


profits ) 


Take the first steps to BIG- ® 
GER PROFITS by making 
your own feeds and poultry 
mashes. 


We will send you complete 
information, showing how 
hundreds of mills and eleva- 
tors are profiting by making 
THEIR OWN mashes, and 


using our free dealers’ service. 


Further information free on 
request. 


THE 
Jersee Co. 


DIVISION IV 
Minneapolis, Minn. 


Attach This Coupon to One of 
Your Letter Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 
GENTLEMEN: 


Send at once further information 
regarding the mixing of Poultry Mashes. 


McMILLAN CO., Fort Wayne, 
Ind., has let a contract for a large 
addition to its plant. The rapid in- 
crease in the business of the company 
has necessitated the larger grain stor- 
age space. The building will be con- 
structed of re-inforced concrete, and 
will provide additional grain storage 
space for 40,000 bushels. Another im- 
portant feature will be the new grain 
driers which will have a capacity for 
drying 700 bushels of grain an hour. 


CHARLES CITY MILL, Charles 
City, Ia., owned and operated by E. 
S. Flyer, opened for business Septem- 
ber 17. 


MT. PULASKI FARMERS’ 
GRAIN & ELEVATOR CO., Mt. 
Pulaski, Ill., will hold its 24th annual 
meeting October 25. Directors will 
be elected and the usual business taken 
care of. 


RITTER ELEVATOR ASS'N., 
Ritter, Ia., recently held its annual 
meeting. The old officers were re- 
elected, and it was announced that 
their new elevator had been completed. 
The elevator is equipped with all mod- 
ern arrangements and has a capacity 
cf 25,000 bushels. Lloyd Oe¢ester is 
manager. 


WHEAT 


SCREENINGS 


STALEY BROS., formerly of Hills- 
boro, Wis., have opened a feed store 
in La Crosse, Wis. 


WIERSIG & DINS, Colby, Wis., 
are remodeling their plant and making 
extensive repairs. 


KANSASVILLE LUMBER & 
FEED CO., Kansasville, Wis., main- 
tained an attractive booth at the Ra- 
cine County Fair, held at Union Grove. 
Many people visited the booth and 
commented on its neat appearance. 


PRINSBURG FARMERS’ CO- 
OPERATIVE ELEVATOR CO., 
Prinsburg, Minn., has_ incorporated 
with a capital stock of $20,000. One 


or more grain elevators will be oper- 


ated. The officers of the new com- 
pany are Klaas Mulder, president; 
louis Meyer, vice-president; Wm. 


Hoogeveen, secretary; and Arent Bolt, 
treasurer. 


H. HILLSTROM, owner of an old 
flour mill at Belle Plaine, Minn., has 
effered to invest several thousand dol- 
lars to restore the mill which has been 
idle for several years, if the town will 
furnish $1,000 to finance a partner to 
act as a miller. 


CORN 


STRAIGHT CARS 


@ 

<| Hiawatha Grain Company |* 
° MINNEAPOLIS, MINN. =i 
‘‘FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 


SPECIALIZING IN ALL TYPES OF SCREENINGS 


(GROUND AND UNGROUND) 


. Get Our Samples and Prices 


MIXED CARS 


MILL FEEDS 


Mixed Cars 
Our Specialty 
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WISCONSIN M LLING 
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GROUND FEEDS 


jo 


SCRATCH FEED 


when fed with 


EGG MASH 


Will positively produce the maxi- 
mum amount of eggs. 


These feeds are RIGHT and our prices are RIGHT 


Write for samples and prices *, 


OILMEAL 


MENOMONIE 
WISCONSIN 


COMPANY 
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FRANK BROS. have purchased the 
feed business of W. J. Cochrane & 
Son, Fox Lake, Wis. The Franks are 
farmers and operate the Pleasant Hill 
Stock Farm. There are three brothers, 
William, Oscar and August. 


WM. CLAUSNITZER has _ purch- 
ased the flour and feed business at Mill- 
adore, Wis., from Elmer Wise. He 
was formerly associated with E. F. 
Lindow in the flour and feed business 
aut Medford, Wis. 


Southern Manufacturers 


Meet At Memphis 


Feed manufacturers of the South will 
lave twe reasons to go to Memphis, 
Tenn., October 17, 18 and 19. 

The second annual convention of the 
Southern Mixed Feed Manufacturers’ 
Association will be held on these dates, 
and the National Dairy Show will also 
hold its exposition. 

Seldom has an opportunity been ai- 
forded to buyers and sellers to get to- 
gether in large bodies, and the fact 
that this is possible at the Memphis 
meeting should bring the largest at- 
tendance the feed manufacturers’ or- 
ganization has ever had. Many manu- 
facturers from the North and East will 
also be attracted by the convention. 

H. J. Schlafly, Gober’s Great Eight 
Milling Co., Jackson, Miss., will speak 
on the “Cost of Doing Business” at the 
convention, and F. B. Quackenboss, 
Nashville, Tenn., will tell the manu- 
facturers of “Safe Guaranteeing of 
Fire Hazards in Feed Plants.” The 
afternoon of the first day will be de- 
voted to the visiting of the national 
dairy exposition, and much of the time 
at the convention will be taken up with 
round table discussion on current prob- 
lems in feed manufacturing. 

On the second afternoon a golf tour- 
nament is to be held, and prizes are 
to be awarded to the winners. The 
banquet, big social event of the con- 
vention, will be held in the evening. 

The Southern Mixed Feed Manufac- 
turers’ Association is a live wire or- 
canization, and can be depended upon 
te put over the event to the satisfac- 
tion of everyone. 

Ttohn B. Edgar, of the Happy Feed 
Mills. Memphis, is president and E. P. 
MacNicol, secretary. Headquarters for 
the convention will be maintained at 
the Peabody hotel. 


Cc. J. SPAAR, Marshfield Milling 
Co., Marshfield, Wis., has returned 
home after spending a few weeks at 
the Spa resort, Waukesha, Wis. 


E. B. Dunbar Elected President 
Of Mutual Millers 


(Continued from Page Eight) 

served for three terms immediately af- 
ler its organization in 1914, was an in- 
teresting guest, and marvelled at the 
progress the association has made in 
the -past two or three years, during 
the term of Mr. Warner's regime. 

Following luncheon, the association 
formed groups, some going to the golf 
links and others to take part in the 
field day events at Celeron park. A 
baseball game, of chosen sides, cap- 
tained by C. A. Smith and H. S. Carr 
thrilled rooters for each side, and 
provided entertainment that brought 
forth cheers from the women as well 
as the men spectators, not so much 
for the skillful playing as the amusing 
fumbles and errors. The horseshoe 
pitching contests were won by J. O. 
Ditzler, Fred A. Bannister, H. R. Wil- 
Lur and J. L. Anderson. Ideal weather 
contributed a goodly share to the en- 
joyment of the afternoon sports. 

Dunbar New President 

Edmond B. Dunbar, of Little Valley, 
N. Y., is the new president of the 
Mutual Millers’ and Feed Dealers’ As- 
sociation. His election was announced 
at the banquet Friday evening by The- 
odore Gleason, chairman of the nom- 
inating committee. Mr. Dunbar takes 
the reins from the hands of L. L. War- 
ner, who has served the association for 
the past five years, and asked to be 
relieved of these duties this year. Mr. 
Warner made a plea that more young 
blood be injected in the official group 
of the association this year. He said 
he believed that with young men at 
its head, more new ideas would be 
brought into the organization and per- 
haps the membership would develop. 

Warner Stays As Director 

Regret to lose Mr. Warner as their 
leader was expressed by many mem- 
bers. He remains, however, as one 
of the members of the board of direc- 
tors, which gives satisfaction to the 
members in the fact that his broad 
vision and keen business genius will 
continue to lend its aid to the organi- 
zation’s progress. 

Others named by the nominating 
committee, are: Vice-president, W. S. 
Parker, secretary and treasurer, H. S. 


Carr; directors, L. L. Warner, M. L. 


Waldorff, C. E. Kessler and Henry 
Dye. 

A vote of thanks was extended Leon 
Anderson, who has served the asso- 
ciation for several years as its secre- 
tary, in a most commendable manner. 


THE FEED BAG—9ICTOBER, 1927 


the Larrowe 


L. F. Brown, of 
Chicago, secretary 
of the American 
Feed Manufactur- 
ers’ Association, 
was the first spea- 
ker following the 
banquet. He urged 
the dealers to in- 
sist upon a fair 
profit on their in- 
vestment, yet he 
pointed out 
the fallacy of adding to the margin of 
independent feeds to make up for the 
loss on co-operative feeds, which some 
dealers (rare in the organization) are 
doing in order to beat competition of 
the co-operative feed merchants. He 
spoke deploringly of co-operative feed 
merchandising. 

Carpenter As Speaker 

A. W. Carpenter, salesmanager of 
Milling Co., Detrcit, 
pleaded for greater tolerance in the 
feed and milling industry. Mr. Car- 
penter, one of the organizers of the 
Mutual Millers’ and Feed Dealers’ As- 
sociation, and a_ native of the 
Chautauqua valley, cited some of the 
experiences of the feed merchant in 
the earlier days, before such organiza- 
tions were thought of, and compared 
them with merchandising policies of 
today, which are on an exceptionally 
high plane. Pioneering days in the 
feed business were anything but easy, 
he pointed out. 

He also deplored co-operative feeds 
and said the dealer who handled them 
wes as much a traitor to his industry 
as was Benedict Arnold to his coun- 
try. He cited incidents of proof that 
the legitimate dealer is defeating the 
co-operative organizations and_ that 
those which already have not failed, 
are well on the way to failure. He 
said, only two months ago, the Grange 
league Federation, he learned, has 
asked certain legitimate dealers to mer- 
chandise their feeds. To stay in the 
feed business, he declared, these co-op- 
erative organizations will have to build 
up a merchandising organization and a 
trained sales force, which in the long 
run would cost the feeder considerably 
more than it would should he confine 
his business to the legitimate dealer. 

Among Those Present 

The following registered at the con- 

vention: 


L. W. Abbott, Hamburg, N. Y.; D. W. Alsdorf, 
Little Valley, N. Y.; L 


eon Anderson and wife, 
Jamestown, N. red Bannister, Northeas:, 


President Dunbar 
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Boost The Feed Bag To Firms You Do Business With 


SQUARE DEAL Poultry, = 


Dairy and Hog Feeds— =: 
are good reliable honest feeds— 95 
always uniform—and made to 94 

produce results. 
Why don’t you write for samples and ae 

prices on our complete line. acl 

THE DADMUN COMPANY £2 
WHITEWATER, WISCONSIN OG 


on O 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


YOUR TRADE WILL LIKE 


MINCO | KREAMO 


OIL MEAL Sweet Dairy Feed 
30% Protein J 16144% Protein 


Straight or Mixed Cars--Quick Shipment 


WE HANDLE ALL KINDS OF MILL FEEDS— 
CORN AND OATS 


Write for Samples and Prices 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


JOIN OUR GANG OF SATISFIED FEED DEALERS 
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; Bert Beebe, Fredonia, N. Y.; D. A. Brown 
vite, Randolph, N. Y¥.: J. M. Brown and wife. 
ville, N. 

A. W. Bicones and wife, Detroit, Mich.: 
G. L. Carlson, Turtl int, Pans H. S. Carr 
Portville, N. Y.; Mrs man, Randoloh, 
N. Y.; G. A. Exishotm, Mek ean, Pa.; H 
Cowles, Northeast, Pa. 

D. Davis, Buffalo, N. Y.; J. D. Ditzler and 
wife, Jamestown, N. Y.; George F. Dodds, James- 
town, N. Y.; Morris Dryfoos, ~~ hw E. B. 
Dunbar and wife, Little N. Y 
Forestville, N. Y.; Henry Dye, fade: ile, 
N. Y.; R. T. DeVere, Toledo, Ohio. 

L. H. Elliott, Buffalo, N. i V. F. Ferneau ond 
wife, ro Ohio; J. H. Gary, Sprin 
N. Y.; Roy Gravink and wife, Clymer, i 
M. J. Gwin and =, Buffalo, N. Y.; H. H. Hark- 
ness, Mayville, N. Y.; Clinton Hooper, Costions. 
N. Y.; G. W. Hosie, ” Jamestown, 

Howard, amestown, N. 

P. M. Jones and wife, Jamestown, N. ¥.: P. D. 
Kelsey, Erie, Pa.; E. C. Kessler and wife, ames- 
town, N. Y.; R. A. McEnery, Erie, Pa.; Charles 

McGieason, and wife, Fillmore, N. 
Mann and wife, South ayes. N. Y.; Vernon 
Mathews, Brocton. N. Y.; J. R. Mulkie and =. 
Union City, Pa.; R. B. Mulkie, Union City, Pa. 
Wallace B. Muzzy, Panama, N. Y. 

Ww. Parker and wife, Waterford, Pa.; C. W. 
Peters, Youngsville, Pa. fe sk Putnam, Erie, Pa.; 
L. S. Reel, Toledo, Ohio. « 

F. J. Schmidt, Erie, Pa.; E. C. Spencer, Buffalo, 
N. 34. Stewart, Kingston, N. Y.; Mr. Stead- 
man and wife, Spartansburg, Pa.; "Clifford A. 
Smith, Gerry, N. Y.; Lee W. Smith, 
A. B. Stevens and wife, Fillmore, N. Y.: H. A 
> ag and wife, Jamestown, N. Y. 

M. Waldortt, Y.; L. L. Warner 
and 3S Niobe, N. J. Wild, Erie, Pa.: 
H. R. Wilber, Y.; G. Watson 
and wife, Silver Creek, N. Y.; C. L. Zortman, 
Edinboro, Pa. 


FRED A. BANNISTER, Northeast, 
Pa., proved great skill in the horse- 
shoe pitching contest, indicating he is 
a good sportsman as well as an up-and- 
coming young miller. Fred and Presi- 
dent Warner indulged in an interest- 
ing discussion at the park, on retail 
credits, and before they were finished 
a dozen or more men had deserted 
more vigorous sports to “listen-in’’. 
The Feed Bag will give its readers the 
benefit of this discussion in a later 


issue. 


THE MUTUAL MILLERS meet- 
ing lacked nothing of the convention 
spirit and even the city band played 
several peppy tunes outside the hotel, 
attracting no small amount of atten- 
tion while delegates were boarding the 
special car to Celeron park for the 
afternoon outing. Excitement of the 
ball game kept the bandsmen’s atten- 
tion rapt, but not to any distressing 
degree, inasmuch as they kept the at- 
mosphere merry with music the great- 
er part of the afternoon. 


NEWLYWEDS AT CONVENTION 


The feed dealer associations in the 
East are going to be greatly disap- 
pointed if they are not honored by 
honeymooners at their conventions 
hereafter. Our editor seems to have 
set the fashion at the Eastern Feder- 
ation convention at Buffalo, and was 
followed by V. F. Ferneau, Blanches- 
ter, Ohio, who brought his charming. 
petite bride to the Jamestown conven- 
tion. 
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FARMERS’ GRAIN ELEVATOR, 
Antigo, Wis., is being moved to new 
quarters on Irving street. 


E. J. CRANE has opened a feed, 
flour and seed warehouse at Medford, 
Wis. 


BRIGHTON MILL & ELEVA- 
TOR CO., Fairfield, Ia., was destroyed 
by fire. The loss was $30,000. 


WILLIAM ROBERTS, pioneer 
miller at Osseo, Wis., was fatally in- 
jured in the mill there recently. 


A. C. SCHLENDER, formerly in 
the flour and feed business at Colum- 
bia, Wis., is now located at Baraboo, 
Wis. 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you it to them 
your profits will be larger. 


Pearl Grit Is Almost 
Ail e 
Hens need lots of lime to 
make eggs. Growing chicks 
and young fowls must have 
it if they are to grow and be 
healthy. Feed Pearl Grit and 
see the difference. 
Pear! Grit is a Good 
Grinder 
Pearl Grit is made with sharp 
tinding edges which helpthe 
ee get the most from its 


feed. It does what a smooth 
pebblecannot do in the grind- 
ing of the feed in the fowl’s 
Pig gizzard. 
Send Your Dealers Name 
and 10c for Sample 
J THE OHIO MARBLE CO. 
, = this Coupon 
8 Baclosed is 10c for Trial Sample 
% 


SEND IOCENTS FOR SAMPLE 


Vhis advertisement is being read by 
more than four and a half million 
farmers. Stock Pearl Grit and get 
the benefit. 


The Feed Bag Is Your Paper, Help It By Boosting 


DEALERS! 
00 oo 
OG Now is the time og 
els to stock the oe 
oO complete OO 
KEIPPER LINE OF sie 
POULTRY SUPPLIES. oc 
63 Second Street 
28 The New By-Pass Keipper Coal B a MILWAUKEE, WISCONSIN ia 
oOo oF 


Fire Prevention Service 


q@ Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


‘G Mutual Insurance includes fire prevention service. It is for 
the careful man who would avoid the losses incident to a fire 
and who wishes his insurance cost predicated on that basis. 


J. J. FITZGERALD, 
Secretary-Treasurer 

810 Guaranty Building 

INDIANAPOLIS, INDIANA 


24 HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WERE FOR PRICES. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 


C. R. McCOTTER, 
Western Mgr. and Asst. Secy. 
300 Keeline Building 

OMAHA, NEBRASKA 
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DRIED BUTTERMILK 


100 Ib. Paper Lined Sacks 


DRY SKIM MILK 


Paper Lined Barrels 


COD LIVER OIL—COD LIVER MEAL 


FEED FORMULAS 
FEED PLANT EQUIPMENT 
FEED SYSTEM ENGINEERING 


S. T. EDWARDS & Co. cuicaco, 


ae Queen Wheat Feed 


pt is NOT a manufactured 
feed but a Pure Wheat 
offal and consists of mill- 
run Low Grade Flour, 


= WHEAT FEED Red Dog Middlings and 
eae Red Dog, Middlings 
CRUDE 157% Bran. 

CRUDE FAT - - 4.6% 


Can furnish QUEEN in straight 


< Office 315 Gorn Exchange ~~ or mixed cars with CHERO- 
(\ MINNEAPOLIS, MINN. > KEE PURE BRAN and CHE- 
ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


TO INSURE SUCCESS 
HANDLE 


BADGER BRAND 
Selected Seeds 


SEED CORN 


»—_——_> THE LARGEST SELLER IN WISCONSIN <—— 


L. TEWELES SEED CO. 
MILWAUKEE -:  -: WISCONSIN 
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JOHN MANAHAN CO., Chatfield, 
Minn., has purchased the feed and fuel 
business of B. Dolan. 


‘WHITEWOOD FLOUR MILL, 
Whitewood, S. D., was destroyed by 
fire of an unknown origin. The loss is 
estimated at $40,000, part of which was 
covered by insurance. The mill was 
operated by Ray and A. C. Good. 


C. A. BUNN, Richmondville, N. Y., 
has equipped all lineshafts in his mill 
on roller bearings, and is installing a 
new mixer. 


M. E. HODKINSON, Smithtown, 
Long Island, is remodeling his plant. 


GEO. J. SAUER, Shell Lake, Wis., 
is erecting a new building for his flour 
and feed store. 


HUDSON LUMBER CO., Hudson, 
Ia., has incorporated with a capital of 
$50,000, and will deal in lumber and 
operate a flour and feed mill. The 
incorporators are C. W.. Bedford, 
James Lovnan, and Henry LaFrenze. 


LEE KELLOGG, Marshalltown, 
Ia., has opened a retail flour and feed 
store at 121 E. State street. 


MORGAN GRAIN CO., Evan, 
Minn., are installing a feed mill. 


QUAKER OATS CO., Chicago, has 
purchased the Depew, N. Y., plant of 
the Moffett corporation, manufacturers 
of cereals. 


DAWSON PRODUCE CO., Daw- 
son, Minn., has announced the opening 
of a new 30,000 bushel elevator, built 
te replace one destroyed by fire last 
December. 


J. C. GRAF, Caledonia, Minn., who 
recently purchased the John Recker 
feed mill, has made a number of im- 
provements in the mill. 


WM. ASHER has purchased the 
Haynes Feed & Coal Co.,. Mitchell, S. 
D., and has assumed active manage- 
ment of the business. 


TWO GRAIN ELEVATORS at 
FLORA, IND., operated by Hugh Mc- 
Corkle and Charles Ashpaugh, were 
consolidated on September 7. 


L. C. BLISS will build a grist mill 
at Walker, Minn. 


FARMERS’ ELEVATOR CO. is 
building a new feed mill at Whitte- 
more, Ia. 
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Mention The Feed Bag When Writing Advertisers 
C L A S S I F I E D 


Od 
ers. Low Rates: 25c per line; Ar G k Di Mill 
Get Farks WVirect Mi ontracts 
ale 
ale 
oo 
POSITION WANTED | no ANYTHING IN THE FEED LINE oo 
MARRIED MAN with 7 years experience in 
retail feed desires position.’ Write C. R., c/o Millfeeds Dried Butter Milk Powdered Skim Milk 
THE FEED BAG, 86 East Michigan Street, 
Milwaskes, Wis. 55 Cottonseed Meal Linseed Meal Bone Meal oo 
MILL FOR SALE 00 
500 barrel mill at Grafton, North Dakota. OO Oyster Shells Screenings Coarse Grains aq 4 
ample storage buildings. Good supply of whea oo 
at mill door. Write FRED M. HECTOR, oo 
J. P. PARKS, Broker 
SALESMEN WANTED ae Direct Manufacturers Representative 00 
oo 
to 400 401 New England Bldg. KANSAS CITY, MO. 
sell calf food and other special feed items 
th h dealers. Good proposition. All or QOOQOOOOQOQOQOQQQQO00000000000000000000200000000u0u0u0u00u000000 


confidentially. Writeto OLD DUTCH MILLS, 
Minneapolis, Minn. 


ELEVATOR—STORE—FARMS 

FOR SALE: Potato warehouse; cloverseed — 
and feed warehouse; grain elevator, capacity 9 
cars; coal warehouse; grist mill with a brand 

o general merchandise store and 3 farms o 
528 acres. If anyone can use our elevator or NUT AND PEA SIZE CAKE 
general merchandise business or farms, we ALL GRADES 


would be glad to hear from them. Write 8. H. 
VAN GORDEN & SON, Alma Center, Wis. 

FARMERS’ CO-OPERATIVE 
ELEVATOR CO., Climax, Minn., in- 
corporated recently. The capital is 
$10,000. The incorporators are John 
A. Hong, Sander Vraa, K. O. Brokke 
and H. C. ‘Evenson. 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Wuen 1n MINNEAPOLIS | 
STAY AT i Registered in All States 


The MARIANNA SALES CO. 


New Nicollet | 


Hotel 


OPPOSITE TOURIST BUREAU 


i ON WASHINGTON AVENUE ji R. L. HERRICK M. H. HERRICK 
The Northwest's Finest Hotel 


goo HERRICK FEED COMPANY, INC. 


Every room an outside room 


Largest and Finest Ballroom in the WHOLESALE 


= Grain and Feed Shippers 


HARVARD, ILLINOIS 


Rooms at "50 PHONES 135 AND 118 
41 Ruoms at 
5.00 i Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 


MAIN DINING ROOM i Our motto is: “satisfaction unbeatable’’. 
COFFEE SHOP 


Three Blocks from Both Depots. 100 Y F O R T H E D E A L E R S 


Retail Center and Wholesale Center. 


W. B. CLARK, Manager _ ff R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


Allis-Chalmers 
Vertical Grinder 
WITH 


ENCLOSED 
VENTILATED TYPE 
MOTOR 


Has all of the features of a double head at- 
trition mill in little space and at low cost. 


ALLIS-CHALMERS MFG. CO., Milwaukee, Wis. 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS == 
WHOLE or GROUND MILL OATS ao 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL-PHELPS COMPANY 


616 Corn Exchange Bldg. Minneapolis, Minnesota 
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When you handle 


Darling’s Meat 
Scraps, Tankage 


Darling & Company 
Union Stock Yards 
Chicago 


LaBUDDE FEED 
& GRAIN CO. 
MILWAUKEE 


* 

= and Bone Meal : 

= =A. youare handling thebest 

= ror POULTRY [= 

= the world produces--and 

=: warenopucr =| it doesn’t cost you one } 

>| cent more than the other 

> State Distributors * 
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MINNEAPOLIS MILLING CO., 
Minneapolis, Minn., will build a $30,000 
warehouse adjacent to the present 
warehouse at South 34th street and 
Hiawatha avenue. The building will 
be three stories high and of reinforced 
concrete construction. 


SHELTON FLOUR MILLS, Shel- 
ton, Nebr., which has been closed for 
several months while undergoing re- 
pairs, has been re-opened and is now 
supplying flour, feed and other mill 
products to the local trade. 


COKATO :FLOUR MILL, Cokato, 
Minn., has installed a new Diesel en- 
gine. 


HANLEY MILLING CO., Coshoc- 
ton, O., has purchased the Federal Mill 
& Elevator Co., Mansfield, O. The 
mill, which has been idle for several 
months, is considered as one of the 
best in north central Ohio, and has a 
capacity of 1,500 barrels of flour daily. 
The officers of the new company are 
T. J. Hanley, president; A. A. Hanley, 
vice-president; V. M. Hanley, secre- 
tary-treasurer; and J. O. Hanley, direc- 
tor. 


FARMERS’ ELEVATOR  CO., 
George, Ia., is erecting a new feed mill. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No. 3 white 
oats. They will please your 
trade. 


Operating Elevator ‘‘L”’ 
MINNEAPOLIS, MINN. 


CHARCOAL 
COD LIVER OIL 
COLONIAL BUTTER SALT 
PEARL GRIT 


Bag Lots -- Ton Lots |} 


Dadmun-LaBudde 
Company 


NORTH MILWAUKEE 
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C. E. KIFF and wife, Delhi, N. Y., 
accompanied by his miller, H. Dick, 
and wiie, have returned to Delhi from 
a motor tour of southern Pennsylvania. 
Mr. Kiff is preparing to install com- 
plete molasses mixing equipment for 
the manufacture of sweet feeds. 


J. P. DELSAUX, millwright, has re- 
turned to his home at Hop Bottom, 
Pa., after installing a pneumatic grain 
unloading system at Toms River, N. 


J. 


HAYES & BELL, Windsor, N. Y. 
feed merchants, are installing a power 
grain shovel, and making general re- 
pairs to their mill. 


PLATTSBURG FEED & GRO- 
CERY CO., Plattsburg, N. Y., is in- 


stalling new mixing machinery. 


C. E. HIGBIE, well-known to the 
feed trade of Wisconsin, is now rep- 
resenting York & Co., of Grand Rap- 
ids, Mich., and not I. W. York & Co., 
of Portage, Wis., as incorrectly stated 
in the September number of The Feed 
Bag. 


E. H. ROGERS, of the Badger 
Flour & Feed Co., Rhinelander, Wis., 
writes: “The Feed Bag, Ladies and 
Gentlemen—Please put us on your 
mailing list and let us know the cost. 
We will pay you when we dig our 
spuds.” 


WESLEY DRINOVSKY, 
Ia., is building a feed mill. 


Traer, 


ACME MILLING CORP., Koko- 
mo, Ind., has been formed to consoli- 
date the Thomas J. Dye & Son, South 
Side Lumber Co., and the Kokomo 
Lumber Co. The officers of the new 
company are D. W. Butz, president; 
Willis B. Dye, vice-president, and Ray- 
mond Mehlig, secretary and treasurer. 
E. M. Shaffer will be general Mana- 
ger. 


BUILT FOR 

oO 
5 Custom Grinding 
oO 
© Milwaukee Mill 
Grinds Anything 
Lowest Upkeep 
Q Easily Installed cl 
MILWAUKEE MILL. 
& PULVERIZER CO. 
E BOX 1002 5 
Milwaukee, Wisconsin 


ud 


EVERY SACK has a MONEY BACK GUARANTEE 
Unexcelled for the family trade 


Contains strong Gluten, produces 
a large white loaf which retains 
moisture and uniform in texture. 


Sold at competitive prices 


Can be shipped in mixed cars 


Get our prices before buying 


NEW RICHMOND ROLLER MILLS CO. 


WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 


Rinse CARS ARE OUR SPECIALTY 


Quality--Service 


CORN--OATS--BARLEY 


Also Milling Rye and Wheat, 
Brewers Dried Grains, 
Clinton Corn Gluten, 

Mill Feeds, Linseed Oil Meal, 

Cotton Seed Meal 


We are at the other end of your telephone. 
GIVE US A RING. 


Broadway 4961! 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


Operating 
Cc. & N. W. RAILWAY ELEVATORS 
AT MILWAUKEE 


= 
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Monarch, 3-High Roll 
9”x24” Flour Mill 


Sprout & Waldron Mill complete, C or- 
rugated Rolls; A order; price very low. 


The General Equipment Co. 
Gridley Bldg. SYRACUSE, N. Y. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


and Bere 
FLOUR, MIL 
OILMEAL, 


502 Corn Exchange Bidg. 


MINNEAPOLIS, MINN. 
““Stand by Stan’’ 


Consign Your Grain To 


We offer Two-Market Service 
Between Milwaukee and Chicago 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


No-Milk Calf Food 


LEADER FOR 43 YEARS<—@ 


National Food Company 
FOND DU LAC, wIS. 


ANADA FIELD PEAS 


NEW CROP. 
We Sol .it Your Inquiries and Orders 


PORT HURON STORAGE & BEAN CO. 


PORT HURON, MICH. 


Cod Liver Oil 


(NORWEGIAN) 
Highest Vitamin Potency Guaranteed 
1, 5, 10 Gal. Cans—30 Gal. Bbls. 


GUNNING & GUNNING, Importers 
97-C Reade St., New York 


PURE 


UCKWHEAT FLOU 


EXCELLENT QUALITY 
EFFICIENT SERVICE 


REITMANN-DAVIS MILL Co. 


Galesville, Wisconsin 


THOMAS McMILY has purchased 
the grain elevator at Black Creek, Wis. 


F. J. BRISTON, formerly bookkeep- 
er at the Oakfield Elevator Co., Oak- 
field, Wis., has been appointed mana- 
ger of the plant to succeed C. H. Par- 
duhn. The latter accepted a position 
with the Northern Milling Co., Wau- 
sau, Wis. 


HETZEL MILLING CO., Delavan, 
Wis., is planning to replace its old 
building recently destroyed by fire with 
a new 75-bbl. mill. The cost of the 
new plant is estimated at $40,000. The 
cereal and attrition mills will be in 
operation by early fall, but the flour 
mill wilf not be ready until April. 


JOHN NOTSETER & SON, Deer- 
field, Wis., bought a No. 2 Jay Bee 
Humdinger mill. 


MADISON GRAIN CO. new eleva- 
tor at Wentworth, S. D., has been 
completed, and is now open for busi- 
ness. The elevator has a capacity of 


30,000 bushels and is equipped through- 
out with.modern machinery. 


FARMERS’ ELEVATOR, Russell, 
N. D., has just been completed. Tom 
White is the manager. 


SANBORN GRAIN CO., Sanborn, 
N. D., has been incorporated with a 
capital stock of $25,000. The incor- 
porators are J. W. Brenner, W. L. Mc- 
Gee, and Maude McGee. 


ROBERT HILL, Bruceville, Ind., 
has purchased the feed and coal busi- 
ness from Charles Johnson. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 


MILWAUKEE, WISCONSIN 
Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


Iso R nd, U und and Fine 
Walle 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


North American Seed Co. 
Wholesale 
Field and Grass Seed 
Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NOPCO 
COD LIVER OIL 


Write for Literature 
and Prices. 


THE LAY-EGG COMPANY 


MILWAUKEE, WIS. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
ALBERT MILLER & CO. 
192 NO. CLARK ST., CHICAGO, ILL. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 
34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


Mailing Lists 


Storage 


Excellent Feed Storage Facilities. 


ASK US FOR OUR LOW STORAGE RATES. 


Negotiable Warehouse Receipts Issued. 


Storage 
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M. G. 

RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


QO 
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Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
EXCHANGE 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
_EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 


ooo 


There never was a Gluten Feed 
better than 


Cream or Corn 


: —lIt contains all of the rich- 

s ness and cream of the corn. 

BG —Costs no more and sells 

more readily. 

50 —We are booking a limited 

Ss amount for October and 

Bo November shipment. 

== LABUDDE FEED & GRAIN CO. 
a MILWAUKEE, WISCONSIN 
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F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasiisHep 1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


The Aristocrat of Feeds 


y05 E PH’s 


100 LBS. NET 


SCREENINGS 


Ls 
MINNEAPOLIS 
INN.US 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 


I. S. JOSEPH CO., Inc. 


Minneapolis, Minnesota 
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Che feed Bag 


Dealers’ Paper™ 


Vol. 3. No. 10. OcToBER, 1927 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1927, Editorial Service Co.,Inc. 


When you want 


30% 
LINSEED 
MEAL 


Come To Us 


Our Minnehaha 30% 
Linseed Meal and Flax 
Screenings is the highest 
quality that can be made. 
Your customers will pre- 
fer it. 


Our Bingo 30% Linseed 

- Meal and Flax Screen- 
ings Oil Feed carries the 
same analysis as Minne- 
haha but sell at a much 
lower price. It contains 
a smaller percentage of 
of pure linseed meal than 
Minnehaha. 


We have what you want. Ask 
for samples and delivered 
prices. 


STUHR - SEIDL 
COMPANY 


CHAMBER OF COMMERCE 


MINNEAPOLIS 
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REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed ... 23% Protein 
Corn Germ Meal 18% Protein 

Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 
34% Linseed Meal 
43% Cottonseed Meal 


Bran Middlings 
Flour Midds—Wheat Mixed Feed 


Rye Middlings—Hominy Feed 
Ground Flax Screenings 
Ground Grain Screenings 


Get our CORN and OAT 
Prices 

Feeds of all kinds also Hay— 

Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 


1674 
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7. Acto is always uniform. 


. Acto is a Clean Wholesome Feed. 


Acto is RICH with cane molasses. 
Acto has plenty of BULK. 
. Acto is BALANCED to produce full 


flow of milk. 


. Acto is sweet and PALATABLE, 


cows like it. 


The protein in Acto is obtained from 
a variety of ingredients. 


. Acto is the favorite for year ‘round 
dairy feeding. 


. The Quality of Acto is HIGH and the 
price is LOW. 


AcTo makes more money 


for its feeders 


That’s why ACTO is bound 
to make money for yo ul 


LADISH MILLING CO. 


MILWAUKEE, WIS. 
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‘THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS* 


Housewives like King Midas because 
they know it has all the goodness that can be 
put into flour. It is a tested all-purpose flour for 
bread, pastry and cake. Dealers like King Midas 


because its quality brings repeat business. There 
is no better flour made. 


|.—King Midas Flour has un- 
equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 
Midas Flour is a leader in Wis- 
consin today. 


Some territory still open! 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 


Write today. 
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: 
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